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Sparks | 


‘Dealer warning: SSR-49 becomes 
ffective Oct. 10. 


* * 


Grand Central Palace, in New 
ork, has closed shop for Selective 


* 


“—_ <'rvice inductions. Now for the 
‘irst postwar auto show? 
j ae ok © * 
4duto-Bank 


something new has been added | 
'o the drive-in field. Starting about 
Jan. 1 in Chicago, the Exchange 
tional Bank will provide facili- 
ties for a motorist to drive smack 
dab into the bank, and transact his 












car. 


oo * * 


Virginia's highway department is | 
yising its sign system. Informa- | 
tional signs are being made larger 
2d signs marking distances, which | 
“Sw parallel the highways, are be- 
ing turned at an angle so that they 

e traffic. Reflectorized signs a 





“ing used in increasing numbers. | 
= + * | 
A for WPB 


A new agency, the Civilian Pro- 
ction administration, was estab- 
lished last week by President Tru- 
man to replace the expiring WPB. 


JPB’s official extinction and J. 
A. Krug’s resignation as chairman 
oth will take effect Nov. 3. J. D. 
“mall, WPB chief of staff, will 
head up CPA. 


* 


‘0 Long, Champ 


‘comment of Jack Davis, sales 
“anager of Ford, on the retirement 
f William E. Holler as sales man- 
wer of Chevrolet: 


“I sorta hated to see it happen. 
Li's like having Babe Ruth leave 
seball. But that doesn’t mean 
we won’t try to pitch a few curves 
a his successor.” 
* 


RFC Loans Out 


Vith the termination of RFC | 
‘oans on Sept. 30, NADA spokes- | 
ren said last week that dealers 
Will be expected to liquidate their 
loans as soon as possible by mov- 

g the merchandise. RFC said only 
4 loans, totaling about $110,000, | 
ire outstanding. The ‘ioans may 

extended, but NADA said at 
to bank on it being an indefinite | 

xtension. 










* * 


* * 


* * } 
Long Shot 
Asked about the car ne is work- 
‘ng on for Graham, Bill Stout 
acked the other day: “Well, it 
won’t be ready before November.” 
Kidding aside, there is a chance 
could come out soon because 
it is based on the rear - engine | 
Scarab car, which has many years | 
testing behind it. In addition, 
Stout is adapting it to aircraft 
@brication methods, eliminating 
-@ necessity of expensive dies and 
tooling up. 


* 
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Union Demand 


Warns Auto Prices 
Would Also Soar; 
Huge Profits Denied 





! 


DETROIT. — General Mo- | 
tors will resist any UAW-| 
CIO attempt to force a 30) 
percent general wage increase 


in its plants, C. E. Wilson, 
letter to Walter 
Reuther, UAW 
vice - president 
and GM director. 
Branding 
the union de- 
mands as “infla- 
tionary” and “un 
reasonable,” Wil- 
son warned that 
if they were 
accepted auto 
prices would also 
have to be raised 
by 30 percent. 
Wiison’s letter was made public 
shortly after GM and union of- 
ficials began negotiations over 
the demands. The talks were 
scheduled to continue Friday. 
“Your demands, if granted, would 





Cc. 


E. Wilson 


|result in more than 67 hours’ pay 
}at present rates for 48 hours of 


| president, asserted Wednesday in a | 


pe 


ANN Ai 


rs 





BUICK INTRODUCES its first postwar cars with initial production emphasis 
on this Series 50 Super 4-door sedan, which is the first to come from the 
assembly lines. Mounted on a 124-inch wheelbase chassis, it incorporates 
advanced trends in functional streamlining and new performance standards. 
Full airfoil fenders, chrome plated stainless steel grille and soft all coil spring 
The straight eight, valve-in-head engine 


ride are features. has precision-bored 


| and specially honed cylinder barrels with the dome-shaped combustion chamber 


| 50 Super, Series 70 Roadmaster and Series 40 Special, 


746 Buick Bows 


| announced its first postwar cars — 


work in plants working on such, 


schedules,” Wilson said. 
Wilson denied Reuther'’s charge 
|that GM had piled up huge war 


| profits, from which the UAW al-|low 
|leges higher wages could be paid. | through the use of sweeping airfoil , 
“General Motors cannot and will| fenders in combination with wide 


not use money saved up for many 
years for the purpose of moderniz- | 


ing and expanding its plants, and | shields and substantially simplified 
to pay | chrome trim. 


for providing more _ jobs, 


| of the vaive-in-head “fireball” de- 


excess wages for work not per-, 


formed,” he added. 

The GM president foresaw a 
restricted market for cars if auto 
wages and prices rose 30 percent. 

“Fewer cars would be sold; fewer | 
people would be able to afford and | 
enjoy them; and fewer workers | 

(See GM, Page 6, Col. 5) 





Hudson Asserts 
Foremen’s Wages 


Top War Level 


DETROIT.—Expressing hope of | 
ending the 


| 


| 


'tors Bldg. lobby, 
| different models are on display. 


production deadlock | Harlow H. Curtice, 


caused by a foremen’s strike that | 
has held up new 1946 Hudson auto- | 


| mobiles for 30 days, the Hudson | Series 50 Super cars on a 124-inch 


Motor Car Co. declared Wednes- | 
day that salary and working con- | 
ditions for its plant supervisors | 
are “more liberal” than before or 


| during the war. 


I. B. Swegles, vice-president in | 
| charge of manufacturing, issued | 
| the following statement: 

“We believe the salary and work- | 
ing conditions for factory super- 
visors are fair. 

“We believe the salary and work- 
ing conditions for factory super- 


| visors are fair. 


“During the war period super- 
visors were put on a six-day 
basis. For some considerable pe- 

(Continued on Page 6, Col. 3) 


| more 
| series of cars will be brought into 


|! 121-inch wheelbase. 


In Streamlining 


characteristic of the Buick fireball design. Numerous mechanical and e quipment 
improvements have been effected. In all, three lines of Buick cars, the Series 
will be manufactured 
encompassing nine body models. 


Matitalien Goal: 
90% More Cars, 


Same Dealers 


FLINT The Buick 
ganization, with the industry's 
highest average of new car sales 
per dealer in 1941 
and with substan- 
tially improved fi- 
nancial position 
going into 
first postwar year 
of 1946, is geared 
to deliver more 
than 300,000 new 
cars at retail dur- 


With New Trend 


FLINT. Buick last week | dealer or- 
three new lines of 1946 models) 
incorporating new trends in func- | 
tional streamlining and engineering | 
developments. 


The new cars, all straight eights 


are characterized by long, 
appearance accentuated 


sign, 


|bodies, massive front end treat- c | ae 
ment, smoothly fitting rear wheel ing the next 12 
months. The same 





. ey organization, with 
Hufstader 


a ‘ relatively little 
Mechanically, they incorporate change a iti 
sev ; » jor design |. aaa =o 
several score major design | ;.,) strength will handle Buick’s | 


changes and refinements through- 
out the body, chassis and engine. 
These range from a new method 
of precision finishing the eylinder 
barrel walls, new carburetion and 
new rear axle gears, to a new 
method of operating the wind- 
shield wipers designed to make 
this device for the first time | 
absolutely noiseless. 

First showing of the 1946 Buicks 
opened Sunday in the General Mo- 
Detroit, where five 


' ultimate of 550,000 
annually. 

This was revealed Friday by W. 
F. Hufstader, Buick general 
manager, who announced that with 
ithe current introduction of the 
models, a nationwide sales program 
has been ore looking to 

(Continued on Page 37, Col. 1) 


capacity cars 





new models, 
general man- 
initial production 
to the popular 


In announcing the 


said that 
be confined 


ager, 
will By Jack Weed 
Service Editor 
| wheelbase. As production gets un- 
der way and materials become 
abundant, the two other oe 
automotive parts have been 
production. They are the Series 
70 Roadmaster on a 129-inch wheel- 


industry during the past 
base and the Series 40 Special on 


week, according to W. P. Baugh- 


man, regional director, in charge 

Output of the Series 50 cars is the De ‘troit office of the Depart- 
now under way and manufac- ment of Commerce, which negoti- 
turing plans call for a progres- ates all sales direct to manufac- 
sive increase in volume with pre-_ turers. 
war capacity the goal for next An equal amount, or possibly 
March. Curtice said it is planned more, has been sold to date to 
to produce more than 300,000 of dealers, fleet owners, service ga- 
the 1916 models. rages, and distributors, Baugh- 
He said that plant reconversion man estimates. These figures are 

(Continued on Page 38, Col, 1) based on the cost to the govern- 


ten 
Founoet 
1925 


M Rebuffs UAW on 30 Pet. Increase; 
Ford Resumes Car Production Today 


‘Wilson Pledges 
Fight Against 





the | 


sales | 


1946 | 





$40 Million i in Sooke Parts 
Sold to Makers, Dealers 


_DETROIT.—More than| 
$20,000,000 worth of surplus | 


sold to manufacturers in the | 


of | 


* 
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Oil Strike Ends 
After U.S. Takes 


Over Refineries 


Rouge Lines Reopen 
As Kelsey Starts Up: 
Packard Threatened 


By Mac Gordon 
Staff Writer 


DETROIT. — 
resume passenger-car and 
truck assembly at the Rouge 
plant today following conclu- 
sion of the six-week strike at 
Kelsey-Hayes Wheel Co. 

Whether Ford remains 
however, depends on early 
ment of strikes in other feeder 
plants, according to M. L. Bricker, 
general superintendent. All Ford 
assembly has been closed down 
since Sept. 14. 

Meanwhile, the Oil Workers 
union-CIO Friday directed all 
employes in the strikebound re- 
fineries to go back to their jobs. 
This action came after govern- 
ment seizure of the plants and 
was expected to restore the flow 
of gasoline to the Midwest's re- 
tail outlets over the weekend. 


President Truman ordered the 
Navy to take over 26 strikebound 
|refineries Thursday after negotia- 
tions collapsed between the CIO 
|}union and the oil companies. 

Otherwise along the 
front, the first brewings 
long-predicted battle between the 
UAW-CIO and the auto manage- 
ments arose at General Motors. 

GM flatly rejected the UAW's 
demand for a 30 percent wage in- 
crease in a letter from C. E. Wil- 
son, president, to Walter Reuther, 
union director for GM. Wilson 
called the wage demand “inflation- 
ary and unreasonable.” 

The letter was released Wed- 
nesday at the beginning of GM- 
UAW negotiations over the 
union’s demands. Talks were re- 


Ford was to 


open, 
settle- 


auto labor 
of the 


newed, however, Friday after- 
noon. 

' Chrysler also resumed discus- 
sions last week with the UAW on 


(Continued on Pare ce 35, Col. 1) 


| ment of the material sold and not 


on What the government received 


for the parts and assemblies. 
| saughman also ups the estimated 
| dollar value of parts available for 
} surplus sale from the original pub- 
i lished figure of $300,000,000 worth 
| to considerably over  $500,000,000, 
|and it “may reach much nearer a 
billion dollar figure when all in- 
ventories have been completed.” 
|; Under the new method of selling 
surplus military automotive parts, 
five advantages are gained that 
have not been’ possible under 
methods used in the past 
Te Dealers in makes of cars not 
used by the military but which 


1 or Page 6 Cc 
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Shutdown; Showdown 


Holiday for All Firms Urged by Dealers 
Until Strikes Are Settled 


ALBANY, N. Y. 
that all automotive 
down until a wage agreement is 
reached was made last week by 
Charles D. Henderson, manager of 
the New York State Automobile 
Dealers, Inc. 

Pointing out the economic and 
social implications of frequent and 
protracted stoppages, Henderson 
states, “Let all automobile manu- 
facturers shut down their plants 
completely and immediately begin 


Packard Tells 
Dealer Plans 


To Field Men 


DETROIT. Reports on dealer 
expansion and policies to govern 
distribution of first postwar cars 
keynoted the quarterly meeting of 
regional and zone managers here 
last week. 

The field men, 
meeting jointly 
for the last time 
before 1946 mod- 
els start rolling 
from the assemb- 
ly line, spent two 
days in_ group 
discussions, and 
closed with indi- 
vidual _ confer- 
ences at factory 
offices of com- 
pany executives. 

Discussions during the three-day 
meeting, directed by vice-president 
and general sales manager L. W. 
Slack, dealt with dealer expansion, 
distribution policies, business man- 
agement and sales promotion. 

Slack told the field managers 
that the dealer expansion and 
development program, aimed at 
a distribution goal of 200,000 cars 
annually, was currently 84 per- 
cent complete. 

“It will be 100 percent,” he said, 
“before start of volume produc- 
tion.” 

The company’s “open book” pol- 
icy for distribution of first new cars 
also was laid before the group, the 
largest to meet since Pearl Harbor. 

“Designed to consider needs of 
both old and new dealers, the pro- 
gram will allocate new models on 
the basis of 1940-41 delivery per- 
cent, or sales potentialities of cars 
in the Packard price range,” the 
company stated. 

Conference leaders during the 
meeting included Packard presi- 
dent Geo. T. Christopher, Slack, 
assistant general sales managers 
Cc. E. Briggs, and Elliott Taylor, 
parts and service manager Karl 
Greiner, advertising and public re- 
lations director H. W. Hitchcock, 
organization manager W. E. Os- 
band, and business manager John 
W. Raisbeck. 


A suggestion 
plants shut 


L. W. Slack 


Md. Gas Tax Receipts 


Soar During August 
BALTIMORE.—Maryland gas- 
oline sales during August in- 
creased nearly 14 percent over 
July, according to announcement 
by Chief Deputy State Comp- 
troller Joseph O’C. McCusker. 


negotiations with accredited agents 
of the unions involved. Have an 
unlimited showdown. 


“When an agreement is reach- 
ed, in not more than 30 days, the 
manufacturers will be in a posi- 
tion to calculate exactly what 
new cars will cost to produce. 
Terms of the agreement should 
include a stated duration of the 
contract. 


“With agreement reached and 
absolutely ratified by all parties 
involved, manufacture could begin 
and without undue delay new cars 
would be available.” 

Henderson's’ statement 
that some inconveniences would 
result from such a_ holiday. It 
argues however, that a successful, 
conclusive understanding for a 
reasonable length of time would 
more than compensate for the in- 
terim disturbances. 

Offering this remedy to the 
motor industry because it has 
such a great influence on the 
business and social life of the 

nation, the New York group adds 
that the procedure could be 
adopted by other strike-plagued 
industries as well. 

Commenting on the strike dis- 
ruptions, Henderson said that, “it 
is not fair to returning veterans, 
the public and dealers to be de- 
prived of automobiles because of 
the pulling and hauling between 
labor leaders and factories. The 
dealers are trying to reestablish 
their business after several years 
of service in maintaining trans- 
portation facilities under trying 
wartime conditions.” 


Mack Resigns 


Ford Position; 
Others Leave 


DEARBORN. — Reshuffling o 
personnel at Ford Motor Co., fol- 
lowing the replacing of Harry Ben- 
nett by John Bugas as personnel 
director, quieted down last week. 

Bennett, “Little Giant” of the 
company for 27 years, is understood 
to be planning to become a manu- 
facturers agent, with Stan Fay, his 
assistant at Ford for several years. 
Fay is on extended “leave of 
absence.” 

Other resignations include those 
of Harry Mack, head of the Dear- 
born branch for many years and 
only recently moved to Dallas as 
branch manager; Russell Gnau, 
former secretary to Charles E. 
Sorensen at Ford and for the past 
year office manager of the Rouge; 
Cliff Prevost, former Washington 
bureau chief for the Knight news- 
papers who has headed Ford's 
Washington public relations for the 
past year. 

Other close associates of Bennett 
were expected to resign, but there 
was no Official confirmation. 

Gnau had been with Ford since 
17 years of age. 

Mack joined Ford in 1919 and 
was made manager of the Dear- 
born branch in August, 1931. He 
was appointed to the Dallas post 
only last July 27. 

A successor to Mack will 
named in the next few days. 
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Acme Photo 


FILM STAK Maria Montez tries out the new three-wheel auto- 


Brasshats at Show... 


SERIES OF MEETINGS, featuring the film “The Fabulous Forty Miles,” 
were held in Detroit last week by the Los Angeles Daily News and drew top 
brasshats of the industry. Here is a group at the Monday evening session, at 
which Robert L. Smith, executive vice-president and general manager of the 
News, was host. Left to right, Herb Preeg, auto editor of the News; Jack Davis, 
general sales manager of Ford, and Frank McGinnis, Chevrolet account execu- 


tive with Campbell-Ewald. 


OTHER ATTENDEES at the Los Angeles Daily News meeting ——* left 


to right, Charles Arnn, advertising director of the News, an 


advertising manager of Hudson. 


dM. M oberts, 


Widespread Tax Cuts Get 


OK by House Group 


WASHINGTON.—Widespread tax 
reductions that will affect both in- 
dividuals and companies were in- 
augurated here last week by the 
House Ways and Means committee. 

It approved the following meas- 
ures: 


1. Repeal of automobile use tax, 
effective July 1. This levy cost mo- 
torists about $135,000,000 annually. 

2. Social security will remain at 
one percent each for employer and 
employe in 1946. 

3. The corporation combined nor- 
mal and surtax rate was reduced 
from 40 to 36 percent. 

4. A reduction in excise taxes on 


Kaiser-Frazer 
Volume Output 
Seen by March 


CLEVELAND. Kaiser - Frazer 
Corp. expects to be in large-scale 
production at Willow Run in six 
months and to hit a 20,000-a-month 
pace by early summer, Henry 
Kaiser and Joseph W. Frazer an- 
nounced here last week. 

They were here as guests of 
Cyrus Eaton, of Otis & Co., one of 
three underwriters of the corpora- 
tion. 

Frazer told newspapermen that 
he believed auto prices would be 
noticeably higher than in 1941 and 
1942. Prices for the Kaiser and 
the Frazer will not be announced 
until the firm has shipped 1,000 
of them. By then, it was said, the 
officials would be in a better posi- 
tion to project costs. 


Greater efficiency and competi- 


| tion will lower prices later, Frazer 


| 
| 


mobile which the Warner Mfg. Co., 666 Hawthorne Blvd., Glendale, Calif., says | 
will be rolling off assembly Lines in three months. Powered by a 58-horsepower | 
aircraft engine, the car will do 100 miles an hour and get 40 miles to a gallon, 
it is said. It is also reported to have hydraulic push-button jacks. 


added. 

Kaiser said he was not frightened 
by strikes now, believing that both 
labor and management will recog- 
nize that survival depends on effi- 
cient production. 


er Es a rt nese eS 


cosmetics, jewelry and other lux- 
uries was approved to become 
effective next July. 


5. Next year no income taxpayer 
shall have his tax reduced less 
than 10 percent, it was recom- 
mended. 


6. Decision was made not to 
abolish the excess profits provision 
entirely until Jan. 1, 1947, but to 
cut the present 95 percent to 60 
percent in 1946. 


7. The declared value of capital 
stocks levy would be_ repealed 
July 1. 

8. The stipulation that no income 
taxpayer shall receive less than a 
10 percent drop is in addition to 
previous action in applying indi- 
vidual surtax exemptions, $500 for 
the taxpayer and $500 for each de- 
pendent, to the three percent nor- 
mal tax, now collected without re- 
gard to a taxpayer’s number of de- 
pendents and in cutting back the 
graduated surtax on_ individuals 
four percent in each bracket. 


. | Ga 
ie | 
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HARRY B. LEEMAN, left, head of the Leeman Auto Co., De Soto-Plymout™ 


Goodrich Bows 
With Superior 
Synthetic Tire 


DETROIT.—B. F. Goodrich un- 
veiled here and in other cities las 
week the first postwar tire. 

Made entirely of synthetic rub- 
ber, this passenger-car tire wil 
outwear prewar tires of natural 
rubber under similar operating 
conditions, the company said. 

Chief reason for its high per- 
formance, said E. A. Holsten, Good 
rich district manager, are construc- 


tion changes which add strength » 2 


and durability. 

However, GR-S-10, developed 
by Goodrich engineers, is an im 
portant factor in attaining better 
wear, cooler running, and greater 
resistance to cracking and car- 
cass bruising. In the new formu- 
la, a resin-base soap replaces 
fatty-acid soap as an emulsify- 
ing agent. 

The tire is expected to be ready, 
for distribution by the first of thd 
year, although it will be used as 
original equipment on new carg 
before that time. 

At present, the tire has 16,800,000 
miles of tests on police cars an 
taxicabs behind it. This will be 
Goodrich’s standard tire until its 
engineers design a better one. Ulti 
mately, Goodrich engineers believe 
that a tire combining natural and 
synthetic rubbers will be best. 


The fundamental advance 
achieved in the new all-synthetic 
Silvertown tire, Holsten explain- 
ed, is a tread which is wider and 
rolls more squarely and flatly 
along the pavement. Contrary to 
popular belief, this is a basic 
advantage producing longer and 
more uniform tread wear, he 
said. 

It is made possible through con 

; siderable greater carcass strength 
built into the tire by using a ne 

and stronger cotton cord, and in- 
creasing the number of cords per 
inch in the plies. The increase 
amount of contact area of the tread 
means greater stability, better dis- 
tribution of weight, and less scuf 
fing of the tread, he added. 

The tread is marked by longi 
tudinal grooves made by linking 
together shallow half-moons. The 
riding bars or ribs (between thesg 
grooves) are not all the same 
width, having been scientifically 
calculated to produce the bes 
weight distribution in furtherance 
of the flatter-tread idea, Holsten 
said. 


WPB Ups Quota 
Of Battery Lead 


WASHINGTON.—Fourth quarte 
lead allocations for the production 
of automotive-type batteries hav 
been increased to 26% percent o 
the base period (1944), a 1% per; 
cent increase over the third qua 
ter, WPB said last week. 

These increased allocations werg 
only made possible, WPB previous 
ly announced, by dipping into the 
government stockpile. 

Through the action, it is expected 
that automotive type battery pro- 
duction may reach 18,100,000 unit 
in 1945. Battery production totaled 
more than 19,000,000 units in 1944 
The anticipated lower total thi 
year reflects sharp cuts in lead al- 
locations earlier this year. 
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dealer in Denver, is pictured with J. B. Wagstaff, general sales manager of De 
Soto, on a recent visit to the plant in Detroit. Leeman plans a $150,000 expan, _i 


sion of his facilities. 
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and the 


Yo the war over, all of us 
' should stand unitedly and make 
very contribution within our power 
@ make sure that the production 
and distribution mechanisms of this 
industry are more perfectly bal- 
Minced than we have ever been able 
to accomplish in the past, and on 
scale quite beyond the range of 
ormer experience. 


That is the reason I am so glad 
that a great many dealers took 
the opportunity to respond to 
Gordon Harris, a discount seller 
in New York City. So that we will 
all have a better understanding, a 
couple of typical letters addressed 
to this column follow. 

* * * 


The first is from W. H. Nichols, 
amiliarly known as “Bill,” a Pon- 
tiac distributor in South Bend, Ind., 
nd who is president of the South 
Bend Dealers Assn.: 

“Your column ‘Dealers Tell 
Me’ is among the first that has 
always attracted our attention, 
and, in a great many instances, 
was instrumental in recharting 
our course. 


“In the current issue, Sept. 
10, exemplified your adherence 
to your column heading ‘Dealers 
Tell Me’ assuming, of course, the 
heading of letters you received 
convinced you it was written by 
a dealer. It is inconceivable to 
us any one with even remote ex- 
perience as a dealer could have 
such a line of thought. 

“First paragraph: The state- 
ment ‘The product governs the 
success or failure and not the 
dealer’ is contrary to facts in 
merchandising any article, and 
has been proved thousands of 
times the world over. 

What’s Behind It? 

“Second paragraph: ‘Service.’ 
This only proves conclusively 
the dealer’s ignorance of the 
subject, or is curious to find 
what reaction dealers have to 
such a statement. Picture what 
would have happened to trans- 
portation if there had been no 
automobile dealers the last few 
years. 

“Third paragraph: The ques- 
tion of cooperative advertising. 
This statement is conclusive evi- 
“dence he is not familiar with 

‘comparative profits of manufac- 
ture and dealer percentage-wise; 
however, we do not object to this 
ruling of the factory, appreciat- 
ing it takes the burden of ad 
writing off our shoulders. 

“Harris’ statement implies 
salesmen do all the work, that 
the dealer’s work is nil. It is too 
ridiculous and it would be un- 
lawful to print our comments. 

Other Fallacies Hit 


““Making Sales Direct to Cus- 
. 


Auto Financing 


Code Due Soon 
In Cleveland 


* CLEVELAND.—(UTPS)—A code 
to regulate the financing of auto- 
q obiles is nearing completion here 
and soon will be ready for publi- 
cation. Such a code has never been 
"awn up before, it is believed. 


Cleveland finance companies and 
anks have formed the Cleveland 
inance Assn. to work in coopera- 
tion with the Cleveland Automotive 
rade Assn. to set up a code guar- 
-nteeing fair practices for the con- 
sumer public. 


Bert Winston, president of Mu- 
tual Finance Co. and of the finance 
association, described the volun- 

Ty move on the part of both 
groups as “marking a great step 
sorward for both industries.” 

Because it is unprecedented, the 
pian has stirred the interest of 

itomotive groups all over the 
country. 





*LEASE BE ADVISED THAT New Truck 
is sold. Thanks a million, will use your 
Service again if necessary.’’—L. G. 


Steiner, Pandora Garage, Pandora, Ohio. 


x Dealers tell me 


By John 0. Munn 


Dealers’ or salesmen’s comments, 
addressed to John O. re 














or requests may be 


Munn in care of Automot 
writer’s name will be kept in cottons & aiaomiek 











tomers. How many factories 
have tried direct selling and 
found even in the territory sur- 
rounding their factory it was 
unprofitable, and there were no 
savings to consumer. Harris 
should start a factory of any 
kind and try to sell his product 
direct to consumer ‘small busi- 
ness.’ The statement ‘Servicemen 
were forced to sacrifice their 
cars to dealers who made a huge 
profit’ is evidence of his ignor- 
ance of the true condition. Read- 
ing through this paragraph 
makes us wonder if this man 
Harris has reached the age of 
maturity. 


“What Next on Prices.’ The 
statement under this heading is 
too ridiculous to comment on. 
If, as Harris says, he has han- 
dled thousands of new cars that 
need nothing in the line of ser- 
vice except lubrication and oil 
change, he should engage his 
services with some manufac- 
turer who we are sure would 
pay him a very fancy salary. 
With all their skill and ingenu- 
ity, they have not been able to 
build a car or any machines that 
require no service. One of the 
factories’ greatest concerns in 
signing a dealer is his facilities 
for service; and service is what 
people want when they buy a 
car.” 

ok * * 


Johnny Raine, who has furnished 
leadership for state associations on 
the Atlantic Coast for many years, 
makes some pertinent remarks. 
They follow: 


“While I am not an automo- 
bile dealer, but have been rep- 
resenting dealers, as you know 
from our friendly acquaintance- 
ship over the past 25 years, I 
am crashing your invitation to 
dealers to reply to the communi- 
cation from Gordon P. Harris, 
which appeared in your issue of 
Sept. 10. 


On Four Freedoms 


“Knowing you, and what you 
stand for, as I do, I am sur- 
prised that you dignified Gordon 
Harris’ iconoclastic communica- 
tion by its publication in AvuTo- 
MOTIVE News, and especially your 
intention to keep the subject 
alive through an open discussion 
by rightfully incensed dealers. 


“I believe in the Four Free- 
doms—Freedom of the Press, 
Freedom of Speech, Freedom of 
Religion and Freedom from 
Want, so vividly publicized by 
posters during the past few 
years, but even freedom can be 
abused as evidenced by the 
Freedom of Speech which pro- 
voked the Haymarket Riots in 
Chicago, or the Freedom of the 
Press which prints seditious or 
obscene reading matter, or the 
Freedom of Religion which per- 
mits the use of rattlesnakes as 
part of a service, prevalent in 
some parts of Virginia and Ten- 
nessee and which last week re- 
sulted in the sudden death of 
three persons—one a child, from 
poisonous snake bites, or Free- 
dom from Want by one too lazy 
to work and earn his victuals. 


How’s He Get ’Em? 

“But my belief in the Free- 
dom of the Press does not ex- 
tend to the encouragement of a 
discussion that is so repugnant 
to so many of your subscribers 
and so contrary in viewpoint to 
the editorial policy of your pub- 
lication. In answer to your in- 
quiry, ‘What do you think?’ my 
answer would be that ‘I think 
you should drop the discussion 
from your column and fill that 
column with a more constructive 


subject. 
“You might substitute’ for 
Harris’ ramblings inquiry to 


automobile manufacturers as to 
how Harris obtains new cars 
which he offers to sell at a dis- 
count, and what protection has 
an enfranchised dealer from 
such an operation.” 





Rochester OPA Vows 


Shop Gouge Crackdown 

ROCHESTER, N. Y.—Damon 
A. Amesbury, chairman of the 
Rochester OPA, has “invited” 
motorists who have been over- 
charged on repair bills to sub- 
mit complaints at the board’s 
main office. 

“Where there are excess 
charges, we will take action,” 
Amesbury said. “It is just as im- 
portant now to prevent inflation 
as it was during the war.” 





Kansas Dealers 
Expect 600 at 


Dec. Convention 


TOPEKA, Kans. — The board of 
directors of the Kansas Motor Car 
Dealers Assn. has laid plans for 
the largest convention in the his- 
tory of the organization, to be held 
at the Hotel Jayhawk here on 
Dec. 3 and 4. 

With a state membership of al- 
most 600 franchise auto and truck 
dealers, the association expects 
that at least 400 dealers will turn 
out for the meeting. The Topeka 
new-car dealers will be hosts. 

Registration, the main conven- 
tion business sessions, election of 
officers and a banquet will be held 
on Dec. 4. It is believed that NADA 
President W. L. Mallon and Execu- 
tive Vice-President Lee Moran will 
be present. 

The directors also approved cer- 
tain amendments to the association 
by-laws recommended by the Exec- 
utive committee. 

The most important amendment 
provides that the president shall 
advise the membership at least 30 
days prior to the convention the 
names of members of his Nomi- 
nating committee. All dealers will 
be urged to write their choice of 
directors to the Nominating com- 
mittee before the election. 

Reports were given by the fol- 
lowing committees: Legislative, by 
C. C. Brewer, Manhattan; Mem- 
bership, by G. N. Waddell, Salina; 
financial, by Treasurer G. F. Puffer, 
Topeka. 


2 Dealer Groups 


Planned in Ohio 


KENTON, O. — Hardin county 
automobile and truck dealers met 
here last week for the purpose of 
forming a county - wide dealers 
organization. Willis Bopp, of H. G. 
Short Motor Co. (Ford), presided. 

Meanwhile, William E. DeBrul, of 
Delaware Motor Sales (Chevrolet), 
Delaware, O., called a meeting of 
all Delaware county dealers for last 
Tuesday night, Oct. 2, to form a 
county dealer organization. 
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License Law Upheld 
Colorado’s New Act Supported in Court: 

Strict Enforcement Planned 
DENVER.—Colorado’s motor ve- | individuals and firms who have not 

hicle licensing law was upheld for| obtained licenses. 
the second time when the district} The licensing law had the sup- 
court here last week dismissed a} port of all responsible motor car 
suit by Lee Corder, used car dealer.| dealers of the state, according to 
Corder asked the court to declare| Harry Leeman, chairman of the 
the licensing act unconstitutional motor vehicle dealers advisory 
on the ground that it covered more} board. Leeman heads the Leeman 
than one subject under a single} Auto Co. (De Soto - Plymouth) 

title. District Judge Steele, how-j here. 


ever, upheld the constitutionality 
of the law. 


Albert F. Cruse, state revenue 
director and administrator of the 
licensing law, said that as a result 
of the court action the law is now 
firmly established throughout the 
state and hereafter will be strictly 
enforced in all of its provisions. 


“The state motor vehicle depart- 
ment will refuse to issue Colorado 
car titles to a purchaser, if the 
sale is made through an unlicensed 
dealer in violation of this law,” 
Cruse said. 

Under the law, an individual may 
sell three cars a year without com- 
ing under the licensing and bond- 
ing provisions of the act, but any 
dealer must obtain a license re- 
gardless of how few units he sells. 
A business firm may sell its cars 
and trucks without taking out a 
dealer license. 

Cruse said that in addition to 
special investigators of the depart- 
ment, 15 district supervisors of the 
department of revenue will be em- 
ployed to contact all dealers and 
individuals in their territories who 
are engaged in buying and selling 
motor vehicles, and to prosecute 


Montana Dealers 
Pick Great Falls 


For Convention 


GREAT FALLS, Mont.—An in- 
novation at this year’s annual con- 
vention of the Montana Automo- 
bile Dealers Assn. will be the set- 
ting aside of one entire session as 
a closed meeting for dealers only. 
The convention will be held here 
Dec. 7-8 with headquarters at the 
Hotel Rainbow. 

The program is being prepared 
now. Among the speakers will be 
Paul M. Williams, vice-president of 
Commercial Credit Corp., accord- 
ing to John J. Jewell, secretary 
and treasurer of the association. 


Ford School Bissce 


DOVER, N. H.—(UTPS)—Dewhirst 
Motor Sales (Ford) here has been 
awarded a contract to deliver three 
new 48-passenger Ford buses for city 
school transportation by Dec. 1, at a 
total cost of $9,292.54. 





Better for Dealers 


More Skilled Men Seen Available; 
Needs of Other Lines More Acute 


By George Deery 
Staff Writer 

DETROIT.—A shortage of train- 
ed engineering and highly skilled 
manpower, which may reach a 
figure in excess of 50,000 men 
within the next three years, will 
not affect auto dealers and manu- 
facturers as _ seriously as_ other 
lines, according to a check here 
last week. 

While dealers have been and still 
are feeling the pinch of the lack 
of skilled mechanics, there are a 
few factors tending to alleviate 
this condition now. Among them 
are the return of former employes 
and the sponsorship of GI training 
pregrams in some localities. 


Fortunately, too, service work 
will probably attract many train- 
ed in production and assembly 
during and before the war. They 
either do not care to wait for 
completion of the reconversion 
layoff or prefer the advantages 
of consistent work in a clean, 
well-managed service department 
to the uncertainties of a pro- 
duction line. 


From the manufacturer’s view- 
point the shortage is a little more 
serious because there are some 
types of trained technicians neces- 
sary, but their proportion to the 
total number of employes is much 
less than that in other lines. 


The war years cut off the 


training of specialists but the 
heavy war production programs 
gave them an opportunity to 
train men in many lines. There 
is still a need for some types 
of technicians, but compared to 
petroleum, metallurgy, pharma- 
ceutics, electricity and research, 
the technic required usually does 
not require a period of study for 
five years or more. 

The war stopped the training of 
many young people who intended 
to start or finish college training. 
Many of these will be lost to the 
business world entirely or their 
advent into it will be delayed for 
years. As one authority on the 
motor industry said, “The many 
executives who found it necessary 
to plant their feet under the draft- 
ing board or do similar technical 
work along with their added re- 
sponsibilities during the war may 
find it necessary to continue until 
more younger men with training 
come along. 

The same will be true of the 
dealer who between conversations 
explaining to the customer that he 
hasn't the help necessary to turn 
out repair jobs quicker than you 
can say, “Jack Robinson,” rushes 
back to the shop and gives a hand 
to his depleted staff. But the dealer 
or service manager won't have to 
wait for his skilled men to finish 
'a college course. They are coming 
back now. 


U. C. Index Shows 
General Decline 
In San Antonio 


SAN ANTONIO, Tex. — Used-car 
sales for August, as reported by 
the dealer-members of the San 


Antonio Automobile Dealers’ Assn., 
totaled 166 units for a unit turn- 
over of 65 percent, a value turnover 
of 86 percent, an average value of 
$898, and a total of 224 cars on 
hand at the end of the month. 

Comparative figures show that in 
August, 1944, there were 276 cars 
sold for a unit turnover of 63 per- 
cent, a turnover value of 71 per- 
cent, an average value of $915, and 
a stock of 405 cars on hand at the 
end of the month. 


Each month continues to show a 
slight decline in the number of 
cars on hand, as well as the value 
of such cars. 


Comparison of the above figures 


will show that both stocks and 
sales have dropped off approxi- 
mately 50 percent, and there has 


-| been a slight drop in the value of 


these cars. 

Dealers’ stocks continue to de- 
cline, six of 16 dealers opening 
the month with less than 10 ears, 
and seven closing the month with 
less than 10. The average stock 
is 14 cars. 


U. C. Values Dip 
In Buffalo As 
Offers Mount 


BUFFALO.—-Used cars are now 
selling for less than ceiling prices 
in a slackening market. 

War-plant workers were former- 
ly the greatest buyers of used cars. 
Now many of them are out of 
work. The market is softer and 
dealers are being offered more used 
cars than before. 





“In view of the announcement 
they will get new cars in a few 
months,” said one large dealer, 


“people are flocking in to get rid 
of their cars at what they feel is 
the top of the market.” 

For August, OPA recorded a 
total of 5,198 transfers of used cars 
in the Buffalo 10-county district. 

Of that total, 876 were sold by 
dealers at warranted prices and 
671 sold by dealers at “as is” prices. 
Another 1,836 were sold by individ- 
uals, and 1,815 were sold by indi- 
viduals to dealers. 


Nichols Heads 


Tenn. Dealers 


Another Year 


NASHVILLE, Tenn. At a spe- 
cial meeting of the board of direc- 
tors of the Tennessee Automotive 
Assn. here, Ralph Nichols, of Nash- 





ville, was elected president for 
another year. 
Regional vice - presidents were 


elected as follows: Roy C. McClure, 
Bristol; Frank H. McNutt, Mary- 
ville; James A. Ayers, Chattanooga: 
Charles Rolfe jr., Nashville; W. 
Carl Tisdal, Jackson: W. Fisher, 
Memphis, and Herbert G. Roberts, 
Dyersburg. 

Effective Oct. 1, the name of the 
association was changed to Ten- 
nessee Automotive Assn. Don 
Smith, with headquarters here, is 
executive vice-president. 


Cronin Motor Opens 
C. A. Cronin has opened his 
Cronin Motor Co. (Ford), at 4149-51 
Spring Grove Ave., Cincinnati, O. 
He served 16 years with Firestone, 
10 of them as district manager in 
Cincinnati. 
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AUTOMOTIVE 
OUR FIELD DEFINED 


Automotive: Self-propelling, hence, of, pertaining 
to, or concerned with, vehicles or machines, as auto- 
mobiles, airplanes, or motorboats, that contain with- 
in themselves means of motion, control, & direction, 
as, automotive engineering.—Webster’s New inter- 
national Dictionary. 


Something Can Be Done 


UTO dealers have waited for those new cars a long 
time, just as the public has. The general prosperity 
of the country depends on new cars coming off the lines 
in a steady and increasing flow. 

With that in mind, should we stand idly by while a little 
group of union men plots to upset the whole industry? 
The auto dealers have indicated through their spokesman, 
William L. Mallon, that they want a permanent settlement. 
They don’t want to smooth over the present trouble and 
have it recur again and again. 

Something can be done, and the dealers can help do it. 
They can get behind a fair and balanced labor program. 
A one-sided program won’t work. Time has proved that. 
When one side gets too much, reaction sets in, and the 
pendulum swings too far to the other side. 

There is a very real danger that the pendulum will 
swing too far away from labor. Unions are building up 
a vast store of illwill through unreasonable demands. The 
gas strike, for instance, has infuriated a great many people 
in the Midwest. The public wants cars, and are angered 
because strikes are holding them up. Veterans feel that 
union policies on seniority are designed to keep the men 
who did most to win the peace from enjoying it. Individu- 
ally, the incidents may not amount to much. But they are 
building up and up and up — and if they continue, the 
flood will come. A flood that may wash away unionism 
instead of correcting it. And then we will have to start 
all over. That would be bad for the workers, bad for the 
public and bad for management. 

Enlightened management wants no punitive legislation, 
no vi igilantees ;; no illegal methods. The only thing that will 
win the peace is a fair deal for both sides. To obtain this 
fair deal, AUTOMOTIVE NEWS recommends a national labor 
policy that will: 

Subject unions to anti-trust laws just as industry is 

subject to them. When unions restrain trade, they must 
be curbed just as industry is curbed. 

) Protect workers from coercion from unions just 
= they are protected from coercion by management. 
9 Make unions responsible so that they are subject to 
«J penalty when racketeers get control and break the laws. 
Unions must be forced to live up to their contracts, just 
as industry is forced to live up to its contracts. 

| Define clearly who is a worker who a part of manage- 
“HF ment. The group responsible for management must be 
free of union control. 

@ Encourage fair incentive pay systems so that workers 
J are rewarded on the basis of their production, rather 
than on the number of hours they put in. 

This is a job for Congress to do. It must reexamine its | 
labor laws and modernize them. A fair policy will make 
for a prosperous America; an unfair policy may wreck it. 
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suineone who should have known 
better, said the other day that in 
any emergency Detroit, as fourth 
city in these United States, was “ab- 
solutely unpredictable.” No worse 

calumny 
DETROIT, could be 
THE heaped on a 
UNPREDICTABLE? City which 
(since I came 
here in 1909) has never failed to 
follow a fixed pattern of action. 
Right now, for instance, our snarl- 
ing Tigers have clinched a league 
pennant and are out to make 
ground bear-steak of the mighty 
Cubs. So this city of two and a half 
million has declared what amounts 
to a three-day holiday when every 
one from bank president to office 
boy has given himself up to the 
highly contagious baseball fever. 
What does it matter that we have 
no gasoline? There’s a World’s 
Series on out at Briggs Stadium 
and we'll walk or hitch-hike to the 
game. Of what concern is it of ours 
that new cars and trucks, which 
millions of Americans are waiting 
to buy, cannot be assembled be- 
cause ambitious union leaders are 
demanding 48 hours pay for 40 
hours work? That is something for 
Harry Truman to worry about in 
Washington, but if Hal Newhouser 
or Hank Greenberg should get a 
broken toe in the first game, De- 
troit would be bombed-out as flat 
as Berlin. 
* * * 

No, sir, this hometown of mine is 
absolutely predictable. You can 
write down the pattern it will fol- 
low for the next month and the 
next year and the next decade. The 
fortunate or unfortunate thing is, 
that the pattern Detroit sets will 
be the pattern of America, because 
this city, more than any other I 
know of, represents the pulse of 
our people, but on a slightly ex- 
aggerated scale. If any city is going 
to have labor strife or race riots, 
Detroit will have 'em first and big- 
ger and better! If any city is even- 
tually going to get going, producing 
goods for a waiting market, thus 
giving full employment at higher 
wages than anywhere else in the 
world, you can put it down in your 
book right now, it will be Detroit 
that will boast loudest about this 
accomplishment. I have been here 
lony enough to know. Only Los 
Angeles can compete with our 
peaks and valleys. From our moun- 
tainous boom-times one can always 
look down into the dark valleys of 
depression. The rest of the country 
thinks Detroit is “unpredictable” 
when as a matter of fact, they 
should view our fair city as a thor- 
oughly dependable barometer. A re- 
liable chart of things to come. You 
think I am exaggerating? May I 
recall to your memory the fact that 
our assembly lines went down in 
June, 1929, and it took the rest of 
the country — including the smart 
boys on Wall Street —four full 
months (until October) to find out 
that we had hit the worst depres- 
sion toboggan in our history! 

This may begin to sound pessi- 
mistic under present conditions, 
when as a matter of fact, this is ex- 
actly the opposite conclusion I read 
from all the signs. To be specific: 

Detroit (which includes, of 
course, all this great industrial 
area) has already passed through 

more than half of this battle for 
a revised hourly basis of take- 
home pay. The union asked for a 
Straight 30 percent increase in 
hourly rate, but it would probably 
settle for half that amount. 

They picked on the automotive 
industry first, because it is ob- 
viously the most conspicuous of 
all industries, in the public mind, 
at least. Already the closely asso- 
ciated oil industry is involved. 
Next it will be the steel, rubber 
and textile industries. All may 
compromise on about a 15 per- 
cent raise, which is in line with 
the Little Steel formula which 
stood up through the war years. 
Farm prices, too, will have to be 
raised in proportion. Detroit will 
have been the guinea-pig for our 
American economy! 

f * * 

Now, whether this will mean that 
every present dollar you now have 
in savings or war bonds is going 

be 
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In This Corner 


‘Showdown Needed 


The views expressed in this column are those of our readers. Anonymous 
contributions will not be accepted but confidence will be observed upon request. 
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BOYS” are not going to spare ‘. 
WHIP, and what’s more they prov- 
ably don’t (can’t) say, “My dear 
Harry.” — 
Everybody’s showdown may tu 
out to be “Nobody's Showdown” but 
nevertheless your brave efforts 4 
encouraging. Many of our fine men 
in Washington can and should lepd J 
their support to correct this ug® 
phase of our American life or the 
FOREIGN, RACKETEER influengec—_- 
among our own ranks.-—R. A 
JAMESON, Jameson Motor Co. (Pon- 
tiac), Alexandria, La. — 


—_ 


Congress, Too 

For many years I nave sub- 
scribed to your publication. In fact, 
AtToMOoTIVE News is my only source 
of “Dependable Information” con- 
cerning our great industry. 

Your Sept. 24 editorial, “Every- 
body’s Showdown,” is just another 
way of expressing my own opinion, 
except your thoughts are mild. The 
title of mine may have been “Con- 
gress’ Showdown.” 

It would please me to know that 
a copy be placed on the desk of 
every member of our senate and 
house. It is terribly hard to predict 
the future. Unless there is a show- 
down NOW, by a duly recognized 
authority, then where will we be, 
say in a year or two hence? 

True, public interest may come to 
the front but public opinion is too 
slow to act in this kind of crisis. 
The entire country is too depend 
ent on automobiles and gasoline tu 
Pe aoe a aur waar ake Epitor’s Note: Automotive News 
President, “My dear Harry,” but (Continued on Page 19, Col. 3) 
why did you spare him in the last - - 


paragraph? You can bet “The other Coming Even 7 


OCTOBER 


7-9—Syracuse (Syracuse hotel). 22% 
annual convention of New York S ia 
Automobile Dealers. i] 

8-9—Milwaukee (Schroeder hotel). An- © 
nual convention of Wisconsin A@—* 
motive Trades Assn. 

15-16—Pittsburgh (William Penn hotel). 
Annual convention of Pennsylva 
Automotive Assn. oy 

30 — Manchester (Manchester Country 
Club). Annual meeting of New Hamp- § 
shire Automobile Dealers Assn. 


NOVEMBER 


1-2—Columbus (Neil House). 
convention of Ohio Automobile 
ers Assn. 


— 


Reprints 

Will you please send us five 
prints or complete AtToMoTIVE NEws 
issues of Sept. 17. Your editorial jn « 
this issue, entitled “To Save Wm 
World from Aggression,” is excel- 
lent. I want to be sure that 
congressional delegation gets a 
chance to read it. — G. B. ScHorrte, 
(Ford), Butte, Mont. 
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today’s valuation, someone who 
knows more about the laws of eco- 
nomics than I do will have to tell 
you. The important thing is that 
we are going to get back to making 
things and selling things and doing 
the things that you and I and our 
families want to do. Well, that’s 
life! Some unthinking people will 
still point to Detroit as that bad 
example, but others, more sane, 
will remember it has always been 
this city, which typifies our indus- 
try, that has led the way back to 
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prosperity. Although it may look to 
you like bad weather ahead, the 
Detroit barometer is already rising 
to “fair and warmer.” You can take 
this on the word of an old sea-dog 
who has sailed these waters since 
a pup.—G.M.S 
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6-8—Chicago (Stevens Hotel). Regional 
Conference of Motor and Equipmgnt 
Wholesalers Assn. 

8—Atlanta (Ansley hotel). Annual _cOn- 
vention of Georgia Automobile Deal- 
ers Assn. 

12- -16—Chicago. American Petroleum fp 
stitute’s annual convention (pending 
ODT relaxation of convention ban). 
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CO-OPERATING FOR PROGRESS 


419 dealers have flown the Goodyear flag for 


25 years or more... 1269 for 20 years or more 
. - 2594 for 15 years or more . . . 4268 for 10 
ears or more... a record of long and suc- 
essful association unmatched in the industry. 
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--- PLEASED WITH RESULTS 
--- BUSINESS IS GOOD... 


GOOD/YEAR 


JACE B®. YOUNG 


Near tayour and effective display always pay 
off in extra sales — for dealers of every size and 
type, everywhere. That is the principle back of 
Goodyear’s constant and detailed dealer help 
in store planning. 


Unique benefits go with Goodyear’s Com- 
plete Business Franchise. First, in a complete 
line of tires, tubes, batteries, car and home sup- 
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“I have just completed modernizing 
my store and service court at the 
suggestion, and under the direction, 
of Goodyear Store Planning & Dis- 

play Department, and am so pleased 

with the results that a letter of 

‘thank you for your wonderful co- 

operation’ seems the least I can offer. 


“The layout and fixtures, tailored to 
measure, were installed and the mer- 
chandise displayed and priced by 
three very willing Goodyear men. 
The effect created was that of a 
new store, bearing little if any re- 
semblance to our old stand. 





“The results were in the same pro- 
portions as the difference in appear- 
ance. Business is good and I am 
now enjoying a ‘drop in’ trade that 
I had missed completely. The store 
is well lighted, attractive and stream- 
lined, and the identification is in 
keeping with modern representa- 
tion of a nationally known product.” 







Marysville, California 





plies. Second, in active selling aid, offered with- 
out limit and applied by practical field men. 


Today, Goodyear is known as the outstand- 
ing DEALER Company, working with many 
more independent dealers than any other tire 
company. Tomorrow, as supplies become avail- 
able, Goodyear dealers will be in position to 
hold and better their local leaderships. 


GO00D, YEAR 


THE GREATEST NAME IN RUBBER 
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Ordering Simplified . . . 


40 Million in U.S. Parts 
Sold to Makers, Dealers 


(Continued from Page 1) 


use parts that are interchangeable 
with the military parts can make 
out the order for parts using the 
parts number from the parts book 
of their car and the order will be 
interpreted in Detroit. 


2 Dealers only have to order what 
they want and can use and do 
not have to buy unsaleable parts. 
9) Both the government and buyers 
*? are saved considerable money 
and time by eliminating the neces- 
sity of a parts catalog and waiting 
for a complete stock inventory. 


1. The government has a _ yard 
“® stick by which it can determine 
if any part has a civilian resale 
value. 

5 Manufacturers of parts and ve- 
*7 hicle manufacturers can negoti- 
ate purchases of parts on the level 
of their cost. 

Under the present system where 
dealers, service garages, fleet op- 
erators and distributors can order 
parts by the parts numbers of the 
vehicle manufacture, whether the 
vehicle is in the original military 
vehicle list or not, the order passes 
from the regional Department of 
Commerce office to the Detroit of- 
fice to the military where the items 
are checked to determine inter- 
changeability, if in the military 
stocks, the location and number of 
the parts in stock. 

Thus, under the new method of 
handling parts sales, the depart- 
ment builds up an inventory list- 
ing of the parts that are in de- 
mand quickly, saves months of 
time that would be necessary to 
inventory, list and catalog all of 
the hundreds of thousands of 
parts that are available, saves 
the expense of publishing the 
lists and last, but not least, will 
in a few months time be able to 
determine the parts that have a 
civilian resale value. 

Under all previous methods of 
sale, the greatest objection of the 
vehicle dealers has been that a lot 
of what is to them worthless parts 
were grouped in a batch that con- 
tained some items of civilian re- 
sale value. The dealer, under pre- 
vious methods, would have to take 
the entire lot in order to get the 
relatively few parts he wanted. 

Now he buys only what he wants 
and gets only those parts on his 
order that the government has for 
sale. 

It is only necessary now for the 
dealer or his parts manager to 
know if the parts he needs were 
used in any vehicle bought by the 
military during the war period. To 
facilitate a quicker and clearer 
understanding of what parts the 
government has to offer, a com- 
plete list of the vehicles for which 
parts are available is given below. 

This list will not give the inter- 
changeability of parts which is | 


considerable as most service men 
know but if the dealer or his 
parts men are conversant with 


these interchangeabilities, it will be 
possible for dealers in cars that 
never have been sold to the gov- 
ernment to get a considerable num- 
ber of parts that will fit the cars 
they handle. 

If the dealer doesn’t know 
whether the parts he wants are 
among those that are inter- 
changeable with those in govern- | 
ment stock, he can send in his 
order listing the parts he wants 
by the parts numbers of the car 
or cars he sells and the order 
will be interpreted in Detroit 
from the master’ interchange- 
ability listing which exists in 
ordnance. 

To understand why it will not be 
possible for any office, regional or 
Detroit, to tell any buyer the num- 
ber of parts available, it is only 
necessary to realize that under this | 





| 





method of selling there are ap- 
proximately 3,000 orders in process 
among the 11 district offices and | 
Detroit at all times and that the | 
parts may be in any one of 43 | 
major parts depots or in the parts | 
stocks of some 1,500 camps and} 
stations sprinkled all over this 


United States. 

Adding to this almost impossible 
difficulty of determining how many 
parts are available at any time is | 


pes are se 
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} 4x2, 24+ ton 4x2, 


15 ton 4x2. WARD LaFRANCE, 6 


18 ton 6x4. 
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also the fact that the military 
forces can withdraw from sale any 
quantity of parts in any region 
that may suddenly be found essen- 
tial to protect military replace- 
ment needs. 


The Detroit office of the Depart- 
ment of Commerce surplus sales 
is the only office where manu- 
facturers can negotiate the pur- 
chase of the parts they made for 
the government or where vehicle 
manufacturers can replenish their 
own service stocks or buy for life 
time expectancy. These deals are 
all handled on a negotiated sale 
basis. No parts are sold to a user 
here or in the regional offices 
except to a veteran who can buy 
up to $2,500 worth of parts to use 
in his own business. 


Although dealers should deal 
with their regional office and are 
asked to send all orders and in- 
quiries to these offices, Detroit will 
assist in case of emergency or 
misunderstanding between dealer 
and regional office. 


The present sale program gears 
the inventory taking to demand au- 
tomatically, and will eventually 
give the Department of Commerce 
a check on what parts in surplus 
are of interest to the trade for 
civilian resale and which should be 
sent to the steel mills to be used 
for scrap. 

Under the present system, any 
part that is not asked for or order- 
ed over a six months or year period 
can automatically be classified as a 
“dead” civilian part and non-trade 
channel disposal made. This will 
save unnecessary handling, time, 
freight and cost in the ultimate 
moving of these non-saleable parts 
out of the military warehouses. 


Following are the original vehi- 
cles for which surplus replacement 
parts are available. 

Trucks 

GENERAL MOTORS, ' ton 4x2, 
1-15 ton 4x2, 1%-3 ton 4x4, 2' ton 
4x2, 2% ton 4x4, 2% ton 6x4, 2% 
ton 6x6, 4 ton 4x4, 5 ton 4x2 and 
10 ton 4x4. CHEVROLET, *% ton 
4x2, % ton 4x2, 1% ton 4x2 and 1'z 


ton 4x4. DODGE, ™% ton 4x2, ‘2 
ton 4x4, *% ton 4x4, 1% ton 4x2, 
14: ton 4x4 and 1'% ton 6x6. 


FARGO, !: ton 4x2, % ton 4x4, 1'z 
ton 4x2 and 1's ton 4x4. 
INTERNATIONAL HARVEST- 


ER, % ton 4x2, % ton 4x2, 1 ton 
4x2, 1% ton 4x2, 1% ton 4x2, 2}: 


ton 4x2, 2’ ton 6x6, 5 ton 4x2 and 


5 ton 6x4. FORD, % ton 4x4, 'z 
ton 4x2, ‘= ton 4x4, 1% ton 4x2, 
1’: ton 4x4 and 1% ton standard. 


DIAMOND T, 2% ton 4x2, 4 ton 
6x6 and 12 ton 6x4. MACK, 2 ton 
2% ton 6x4, 5 ton 
tx2, 5 ton 6x4, 5-6 ton 4x4, 6 ton 
1x2, 6 ton 6x6, 7'+ ton 6x6, 10 ton 
4x2 and 10 ton 6x4. 

AUTOCAR, 2 ton 4x4, 4-5 ton 4x4, 
5 ton 4x2, 5 ton 4x4 and 5-6 ton 4x4. 
REO, 2% ton 4x2, 2% ton 6x4, 2: 
ton 6x6, 7's ton 6x6 and 20 ton 6x4. 
FEDERAL, 2': ton 4x2, 4-5 ton 
4x4, 5 ton 4x2, 74+ ton 6x6 and 20 
ton 6x4. STUDEBAKER, 2” ton 
6x4 and 2!: ton 6x6. 

WHITE, 4 ton 6x6, 4-5 ton 4x4, 
6 ton 6x6 and 10 ton 6x4. BROCK- 
WAY, 6 ton 6x6. MARMON-HER- 
RINGTON, 4-5 ton 4x4 and 5 ton 
4x2. KENWORTH, 4-5 ton 4x4 and 


ton 6x6. CORBITT, 6 ton 6x6 and 
BIEDERMAN, 7*+ ton 
6x6. YELLOW, AC-251 FWD, 4 ton 
4x4 and 5-6 ton 4x4. 
Trailers 

FWD, !; ton 2 wheel. MILLER, 
'» ton 2 wheel, ‘+ ton 4 wheel and 
2'2 ton 4 wheel. BARTLETT, 1 ton 
2 wheel. HIGHWAY, 5 ton 2 wheel. 
FONTAINE, 5 ton 4 wheel. FRUE- 


HAM, 14 ton 4 wheel. HEIL, 14 ton 
{ wheel. JAHN, 20 ton 6 wheel. La 
CROSSE, 22 ton 6 wheel. POINT- 
ER, 45 ton 12 wheel. ROGERS, 45 
ton 12 wheel. WINTER-WEISS, 45 


t 


Hudson Says Foremen’s Pay 
Exceed Wartime Level 


differential 
supervisors and those under their 
supervision. 


operation, 
retain this wider supervisor differ- 


week 
operations to a six-day basis. These 
salaries 






ATITOMOCVT TIT areaeeen 





GM ¢« 
(Continued from Page 1) 
would be employed in maki 
them,” Wilson said. 
GM Faces UAW Test 
General Motors has been seasell 
by the UAW as the first targ@ 
of its “strike blockade” policy if " 
wage requests are not granted. A ~ 
strike vote of all GM employes e. 
set for Oct. 24. 


The problem must be solved in é 


Names in the News 


William E. Holler, who retires Oct. 15 as general sales manager of 
Chevrolet, leaves behind him a remarkable record in the auto in- 
dustry. He has been called the miracle man of modern sales strategy. 
He should be called, too, the 
miracle man of the human era, 
for auto dealers look on him as 
one of those who have done 
most to improve the dealer’s 
lot. As Paul H. Nystrom, pro- 
fessor of marketing at Colum- 
bia University and chairman 
of the board of the Sales Exec- 
utives Club of New York, said 
in presenting Holler the dis- 
tinguished service award of the 
club: 

“Through the dealer com- 
mittee system, Holler brought 
the dealers of the nation into 
a planning partnership, and 
for the first time gave them a 
voice in determining retail 
sales policies for the company. 
The mark of the man is his 
accomplishment, and here are 


way that is fair to every GM wor 
er, stockholder, dealer, dealer em» 
ploye, sub-contractor and potenti 
customer, Wilson said. 


Wilson also rejected the UA 
demand that GM initiate indust 
wide bargaining with the au 
union. He declared: 

“Industry - wide bargaining 
tends to disregard the peculiar or 
local interests of many groups "gg 
employes and of individual em- 
ployers, to increase costs and 
prices and to affect adversely thege 





ae ee just a few of Holler’s: He || interests of the people as a 
brought to the industry the quality dealer program, a school of mod- whole. 
ern merchandising and management to train the sons of dealers so But he went on to say: @e 
that they could take over their fathers’ business; he set up a used “We hope we will not have 


ear selling organization paralleling the new car selling force and 
equal in strength.” 

Holler was respensible for Chevrolet leadership in sales in nine out 
of the last 10 car-production years. In peacetime his vast retail or- 
ganization sold more than $1,500,000,000 worth of merchandise a year. 
In the 12 years of his administration he was head of a retail sales and 
service organization employing more than 90,000 people. In these 
years his sales strategy sold more than 22,000,000 automobiles— 
7,500,000 new cars and trucks and 14,500,000 used vehicles. This is 
equal to almost four-fifths of all cars and trucks on the road at the 
present time. He is credited with selling 50 percent of all cars and 
trucks produced by Chevrolet since it first began business in 1912. 
He increased the Chevrolet owner population 81 percent over what 
it was when he took office in 1933. 


But these are just cold figures. What the dealers will remember 
most is the warmth and spirit of the man. He breathed life into 
everything he did. He could take words, cold words in the mouths 
of others, and warm them with his spirit until they had new and 
vital meaning. He tramped the length and breadth of the land and 
spiring his dealers. He sweated and worked, but there was a reward, 
too—a reward in money, and more important, in friends. Perhaps 
never in history has a great figure left more personal friends behind. 


And as Holler devotes from Oct. 15 on his life to his family and 
some of the things he had too little time for during his hectic selling 
years, he’ll recall those pleasant associations. There was a lighter 
side to some of bis work. Maybe he’ll recall the time that beautiful 
big turkey flopped over on its back just as it was presented to 
Holler at a Texas dealer meeting. Or if you should come upon Holler 
chuckling as he fishes some Florida stream, maybe he’ll be thinking 
of those little black bears—and what they did at the New England 
dealer meeting. 


strikes in General Motors. Close@jgan 
plants and no business will dissi- 
pate the capital we had planned to 
use to create better working co 
ditions, to increase our capacity 
and to provide more good jobs. 

e 


Held National Problem 

“This dispute over the wage de- 
mands of your union is more tha 
an ordinary collective bargainin® 
quarrel. It is a national problem. 

“The interests of all America 
must be considered, and if strikes 
are called and our plants are 
closed, the strikes will be again 
the interest of all the people of our 
country as much as they will b 
against General Motors.” 


Murphy Returns 
As WATA Chief 


WASHINGTON. — Headquarters 
of the Washington Automotiv 
Trade Assn. here took on new li 
at the beginning of this month 
when Dick Murphy, veteran ma 
ager of the organization, returne 
to his old job after more than three 
years’ absence. 
With the war’s end and Murphy 
at the helm, WATA will resume it 
former activities which were a 
most wholly abandoned after Pearl 
Harbor. Long one of the most a 
tive trade associations in the coun 
try, the WATA sponsored some 
memorable automobile shows i 
years gone by. “We hope to take up 
just where we left off,” Murphy 
said. 
| 
N. J. Dealers Set @& 
+ 
Meeting Nov. 27 ex 
ATLANTIC CITY, N. J.—The 
twenty-seventh annual conventio 
of the New Jersey Automotiv@y= 
Trade Assn. will be held here on 
Tuesday and Wednesday, Nov. 27 
28, it was announced last week. Th 
ae will be held in the 
laridge Hotel. ee 
Members of the association ar 


urged to make arrangements now 
to attend the meeting. 


Good Record 


Nachman, Jamaica Dealer, 
Receives E Four Times 

JAMAICA, N. Y.—Nachman Mo- 
tors Corp. (Cadillac-LaSalle) ha 
received its fourth Army-Navy E 
Production Award, John E. Nach; 
man, president, announced FF 
week. The company converted its 
machine shop for war ants 
after auto production stopped i 
Detroit. 

It manufactured 2,800 differe 
parts in quantities ranging from @ 








... planning for his dealers 
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riod prior to the recent change 
to the five-day week, the super- 
visors’ compensation had _ been 
adjusted to include a five-day 
base salary plus the equivalent 
of time and one-half for the sixth 
day. 
“tt 


between 40 and 70 per week. This 
plan is more liberal than we had 
either prior to or during the war. 

“In addition to other provisions 
regarding overtime, scheduled 
hours will be paid for, though not 
worked, if absences are excusable. 
This also applies to casual overtime 
in excess of 2': hours per week, 
and supervisors will be paid a 5 
percent night premium for working 
either of the night shifts. 

Pay ‘Fair and Equitable’ 

“We believe our plan of salary 
compensation to supervisors is fair 
and equitable, and it is regretted 


suitable 
pay of 


maintained 
between 


also a 


the 


Keep Wider Differential 
“Within the return to five-day 
provision was made to 








| HAUF, 5 ton 4 wheel, 7 ton 4 wheel,/ ential despite the elimination of |?” ; ee 10 to 30,000 pieces each. The party 
22 ton low bed and 45 ton 12 wheel.|the sixth day of work and the|that they have seen fit to leave} were for both Army and Navy or 
CORBITT. 5 ton 4 wheel. overtime it carried. their — hee a oon mance and were used in aerial § 
CHECKER 6 ton 4. wheel. “As : . 7 reasons. eir action has resulted] q- — eee nta sta fi 
2c _ . As a result of this, the salaries |; r cameras and instruments. The stag 
HOBBS, 5-6 ton 4 wheel, KING- | of Ss, the salaries! in a great loss to them as well as never exceeded 30 people and th 





supervisors are higher than 
hose which existed at the five-day 
level before we extended 


of 





depriving the workers 
their livelihood. 

“We have always discussed such 
matters individually with our su- 
pervisors, and if anyone feels that | 


hourly working week averaged 70 hours, 


he said. 






‘This ts to advise that we have had excel- 


lent results from the ‘‘Parts Wanted’’ 9 





compare favorably with 












those now paid by other compar- eee ; . ; laced e —eahaa iw 
ton 12 wheel and 14 ton h.d. AMER- ais saeaaitae i ae p the circumstances in his case are | placed 2 tn Automotive News oa 
ICAN BANTAM, 2 wheel | “Q r = unusual, he will be given every Coupe in Cleveland, Ohio. Finding this 
; ther a djustments were consideration in discussing this door enabled us to get more producti@—« 
Read Jack Weed's Backshop made to include time and one- | with his iz diate superior, after| US* Out of our body shop space.’ H. I 
1 elie a s immediate uperior, after tschig, Balboa Oldsmobile, San Diego, 


highlights in the service field 
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half overtime f he eas ; ” ; U 
ie for scheduled hours | rx turning to work ' California, Oldsmobile dealer 
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DANGER ON THE PRODUCTION FRONT 


How Much Will You Have to Pay for Your New Car? 
How Long Will You Have to Wait to Get It? 


RECONVERSION Strikes are threaten- 


BOGGING ing the entire auto- 
DOWN mobile industry. 
General Motors is 
being specifically singled out for attack 
to enforce unreasonable demands. Some 
of our plants have already been closed 
and shipment of materials from the 
plants of many of our suppliers has 
already been stopped by strikes. 

The interests of all Americans should 
be considered. This is not only a General 
Motors problem. It is a national one as 
well. If our plants are closed by strikes 
the strikes will be against the interests 
of all the people of our country as much 
as they will be against General Motors. 


AFTERMATH While the war is over, 
OF WAR the aftermath of war pre- 

sents big problems. War 
is terribly wasteful in blood and treasure. 
This one was especially so. It was not 
prosperity even though to some it may 
have seemed to be. And the immediate 
aftermath of such a war cannot be 
prosperity either. The clean-up, the 
mopping-up, the reconversion - still 
require hard work, patience, under- 
standing, and some sacrifice on the part 
of all of us. 


INDUSTRY Our fighting men 
ON THE JOB “‘ushed our enemies 

with the huge quantity 
of weapons produced by American 
industry. But that is behind us. We 
would like to have been better prepared 
for peace, but the terrific demands of the 
war for men and materials did not make 
this possible. Now we have planned a 
second all-out effort and stand ready and 
anxious to do an equally impressive job. 


PROBLEMS OF American industry 


RECONVERSION 5 proved its abil- 
ity to perform. It 


has the know-how, the resources, the 
courage to push ahead. But even with 
these fine assets it cannot do the job 
alone. It must have the goodwill and 
backing of the people of our country. 

Our second all-out effort to meet a 
critical situation will bog down unless 
the real facts are recognized and sound 
measures promptly taken to solve the 
problems. Temporarily, while we are 
liquidating the war, there should be a 
sound national wage-price policy to stabi- 
lize and expand the economy. 


DANGER OF The most serious threat 
INFLATION we face is that of run- 

away inflation. The 
danger comes from three sources: first, 
the wartime and current tremendous 
deficit spending of our government; 
second, the pent-up demands for goods 


and services to the point where some 
are willing to pay excess prices even in 
black markets to satisfy their impatient 
and selfish desires; third, the desires of 
equally selfish unions to take advantage 
of the situation and force unreasonable 
wage increases. 

Inflation is the worst of all economic 
diseases. It reduces the value of money 
in terms of what money will buy. It 
reduces the value of the savings of the 
people. It undermines security. It under- 
writes depression. It destroys confi- 
dence. It creates unemployment. Infla- 
tion must be avoided. 


REAL In a free market and in the 
PRICES “@bsence of subsidies and 
speculation, the cost of human 
effort, be it in the form of wages, salaries 
or other forms of compensation, quickly 
determines the price we pay for goods. 
Higher wages without a correspond- 
ing increase in productivity are infla- 
tionary. Nothing is gained unless higher 
wages mean more goods and services, 
more customers and more good jobs. 
This requires individual application to 
the job in hand and technological prog- 
ress all along the line—better ways of 
doing all the things that must be done to 
produce and deliver products to cus- 
tomers at reasonable prices. This takes 
time. 

A minority, by monopoly or by pres- 
sure group action, may temporarily profit 
at the expense of others. But the idea of 
wage increases all along the line without 
a corresponding increase in produc- 
tivity is a delusion. All the people cannot 
lift themselves by their bootstraps. 


UNION Today, unions in our 
DEMANDS Plants are demanding 52 
hours’ pay for 40 hours’ 
work. Their demands if granted would 
result in over 67 hours’ pay at present 
base rates for 48 hours of work where 
plants are working on such a schedule. 
Equivalent or greater demands have 
been made on our suppliers—the parts 
manufacturers—the electrical industry 
—the steel industry—the rubber indus- 
try—the oil and gasoline industry—the 
railroads—in fact, on practically every 
industry involved in the production of 
automobiles. 


WAGES AND’ General Motors 
PRICES wages are now at an 
all-time high and are 
importantly higher then the average 
wages paid throughout the country for 
similar work. 
The present government stabilization 
policy permits wage increases without 
government approval only if such in- 


creases will not result in a request to 
increase prices. The formula the OPA 
has proposed for pricing our new 
products does not recognize or allow all 
the actual increases in our costs that 
have been incurred since 1942. 

Neither is there any provision in the 
present OPA formula for increasing prices 
to compensate for the additional costs that 
would be incurred if wages and salaries 
were increased at this time. 

A sound and equitable solution must 
be found in the interests of not only our 
400,000 employes, but our 426,000 
stockholders, our 15,214 automobile 
dealers, who have had no new cars for 
over three years, our 10,000 subcon- 
tractors and suppliers and their em- 
ployes, and the more than 10,000,000 
potential customers who are anxiously 
waiting for new cars and our other 
products they need so badly. 


WARTIME General Motors did not 

make big profits during 
on the war. Although sales 
and employment doubled, the average 
yearly net profit in dollars earned during 
the war was less than the average pre- 
war net profit. Dividends paid to stock- 
holders averaged less than those paid 
before the war. 

The war profit limitation policy volun- 
tarily adopted by General Motors 
immediately after Pearl Harbor was so 
reasonable that the resulting profits 
were accepted in renegotiation without 
change by our government for the years 
1942, 1943 and 1944. 

During the war, Victory Was Our 


Business. 


EXCESS WAGES Demands are be- 


REFUSED ing made for 
higher wages with- 


out any corresponding increase in pro- 
duction, on the assumption that the 
additional costs can be absorbed from 
profits previously earned or from uncer- 
tain future profits. 

General Motors cannot use money 
saved up for many vears for the purpose 
of modernizing and expanding its plants 
and providing more good jobs, to pay 
excess wages for work not performed. 
The money cannot be spent twice. 

Neither can excess wages be currently 
paid from presumed future excess profits 
when a realistic forecast of costs shows 
there will be no such excess profits. 

Nor can we pay from current income 
the increased wages demanded when the 
present OPA policy holds prices to sub- 
stantially 1942 levels—especially in view 
of the fact that there have been impor- 
tant increases in wages and operating 
costs since 1942. 


Runaway inflation must be avoided. If an adjustment in price levels must be made at this time, 
the interests of all the people must be fairly considered. 


If wage and salary increases are made, it must be recognized that they increase costs and such 


costs must be adequately reflected in the prices of products produced. 


Internal strife and unemployment must be avoided. Only productive work and more good jobs 
will increase our standard of living and satisfy the desires of the American people. 


GENERAL MOTORS 


“More and Better Things for More People” 


a 


Production of Two Models to Start Soon... 


Gorky Auto Plant in Russia Eyes 
Output Leadership in Europe 


8 


By Raymond A. Davies 
Special to Automotive News 

MOSCOW.—(UTPS)—An_impos- 
ing five-year, postwar automotive 
plan that proposes to make the 
Gorky plant the largest automobile 
works in Europe and to attain a 
production by 1950 that will be 
nearly five times greater than the 
1910 output was announced last 
week by the Soviet government. 

Gorky, whose products are mar- 
keted under the name GAZ, has 
not started actual production, but 
two models have been approved 
and it is expected that manufac- 
turing will start soon. 

Wartime production of tanks, 
trucks, self-propelled artillery and 
ammunition at the plant was 8 per- 
cent above projected plans and was 
accomplished with fewer workers 
than were on the prewar payroll. 
It is now reconverting. 

During the past many new auto- 
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mobile plants were built in Russia. 
Three are already working at 
Miass, Ulyanovsk and Shadrinsk. 
Additional plants are projected for 
many republican capitals. But two 
old plants, GAZ and ZIS (Stalin 
plant in Moscow), are expected to 
lead the way. 

It is planned to make the 
Gorky auto plant the largest 
automobile works in Europe by 
1950. Production according to this 
plan will be 300,000 per year. For 
Russia and Europe this will be 
a new record. In_ percentage 
comparison to prewar production 
new output will be taking 1940 
as 100 percent, 106 percent in 
1946; 168 percent in 1947; 267 
percent in 1948; 367 percent in 
1949, and 458 percent in 1950. 
Before and during the war Gorky 
produced one and half-ton three- 
axle trucks. These will now be sub- 
stituted by two-ton trucks design- 


Naturally it’s a debatable question. But the daily-increasing 


file of clips kept since first day of publication made us wonder 


whether or not The Chicago Sun rates that title. Could be. 


A vast number of American and foreign newspapers and 


magazines quote regularly from The Sun, reprint its cartoons, 


agree or disagree with its editorial opinions. Radio commen- 


tators frequently air news from The Sun, refer to it to prove a 


point. All of which adds up to the fact that the new editorial 


force in the Midwest, reaching and influencing ts audience with 


a forthright formula unbiased and uncolored, quickly became 


ed by chief designing engineer 
Lipgart and his collaborators Klui- 
shin Shaganova, Lapshin, Ponoma- 
rev, Kamyshev, Taurit and others, 
some of whom are known in De- 
troit, where they studied. New 
trucks will be the GAZ 51 and GAZ 
63. In addition the plant will pro- 
duce new “Victory” M-20 passenger 
car which will substitute for the 
standard M-1. 
New Models Ready 

New models are ready for pro- 
duction. On June 19 they were 
shown to Stalin at the Kremlin 
and to government leaders and 
were approved. Mass production 
is to begin immediately. 

GAZ 51 is a two and half-ton 
truck. GAZ 63 is also a truck with 
a four wheel drive. According to 
Iloskutov, manager, the new two 
and half-ton model will become the 
basic type, mass auto transport on 
Russia’s highways. The truck, he 


says, is reliable, well made, simple 
and suitable for the most varied 
conditions. 

The “Victory” is said to be econ- 
omical, well built, comfortable and 
cheap to build and operate. It is 
said to resemble the Oldsmobile. 
Mud guards are streamlined into 
the body of the car which has 
plenty of room for five passengers. 
Its four cylinders develop a speed 
of 69 miles per hour. 

Radical increase in production 
requires complete alteration of the 
technical base plant. It is planned 
within the next five years to double 
the number of machine tools. To- 
day if all the machine tools at GAZ 
were placed in one straight line 
they would stretch for 38 miles. 

In 1950 they’ll stretch for 76 
miles. 

At that time the plant will re- 
ceive daily 215 railway carloads of 
metals, alloys and other supplies. 
Plants are located at a port on 
Oka river and cost about four mil- 
lion dollars. They will have yearly 
capacity of 1,250,000 tons of freight. 

In line with Russian policy in 
all industry the increase in auto- 
mobile production is not en- 
visaged solely as a result of in- 
troducing new machinery and 

plant expansion. Above all, it is 
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out newspaper ? 


“‘quotable”’ to readers in other places both at home and abroad. 


Sure, The Sun packs a lot of influence with the people of 


Chicago . . . because it’s a we//-read newspaper serving an alert, 


interested audience as responsive as it is responsible . . . because 


it is looked to as a forum of thought and action national as 


well as local . . 


. and because The Chicago Sun’s kind of 


quotable influence’ rings cash registers, provides the kind of 


productivity advertisers look for in.a newspaper. 


Which means that a “quotable’”’ newspaper like The Sun 


deserves a quote on the next list you pick for Chicago. 


400 West Madison Street, Chicago 6, itinois ALS CHICAGO SUN 250 Park Avenue, New York 17, N.Y. 


National Representatives: THE BRANHAM COMPANY 
CHICAGO: 360 North Michigan Avenue « NEW YORK: 230 Park Avenue « Ailanta « Charlotie » Dallas « Kansas City » Los Angeles » Memphis « St. Louis » San Francis 
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planned to increase labor pro- 
ductivity 345 percent compared 
with prewar. Salaries and wages 
will also rise. 

Problems before GAZ may be 


,judged by American automobile | 


men through a study of quantite 
tive changes planned. For ex- 


ample, production of the “Victory"~ 


model will require 3,300 new pa 


2,850 complicated press forms, 4,000 ? 


various special tools, 4,500 measur 
ing and 3,500 cutting tools. 


In this connection the statement © 


by manager Loskutov is of spe 
cial signiticance for Detroit. Hé 
says, “period of time needed for 
beginning mass production of ne 
cars is many times shorter thar 
that needed in preparing output 
of M-1 and other cars. For M- 
we ordered and purchased almost 
all tools in America but now 
tools and machines are made b 
piant itself.” 

Government Investing 

Loskutov reveals that govern 
ment is investing 420,000,000 rubles 
in Gorky plant expansion. ‘Lhis 
money won't be spent entirely on 
piant. Since the number of work- 
ers will double, attention must b: 
paid also to housing and other 
services. The factory settlement 
has 130,000 people. 

At end of pianned expansion in 
1950 there will be more than twice 
as many. Plans are theretore beinA 
made tor 100,000 square meters of 
new living space not counting hall 
ways, batnrooms, kitchens, etc. ‘i'wd 
new motion picture theatres, a 
dramatic theatre and other institu 
tions will be built. 

Summer, 1946, will see the first 
“Victories.” By 1947 it is planned 
to produce 45,v00 “Victories” year- 
ly and by 1950 output will be 
four and one-half times that of 
1940. 

The first new trucks are sched- 
uled for December this year. 

Meanwhile, changes will be tak- 
ing piace on production lines. Me 
imum use will be made of multipls 
machine tools using high test steel 
cutters. These tools, K. Vlaso 
chief engineer, says, will turn oue 
10,000 rods, and pistons every 24 
hours and 100,000 piston rings. 

Presses will be controlled pneu- 
matically and photo - electrically. 
High frequency and thermic heat 
ing will be used throughout. Con- 
veyors, slides and transporters wi 
be introduced to the greatest po: 
sible degree. 

All this, Loskutov and Vlaso 
say, will increase capacity dS 
trucks produced in one day in 1950 
to 2,000 tons. All trucks produce, 
in 1950 will carry load equivalent te 
that of 37,000 freight cars. The 
1950 engine production will yiel 
20,000,000 hp and will be five ana 
half times greater than in 1940. 
During five years, 1946-1950, GA 
total car production will be 65,- 
000,000 hp. 


Hudson Appoints 
Stines, Gartland 
As Region Chiefs — 


DETROIT. — Appointment of 

M. Stines and J. D. Gartland as 
new regional managers for Hudsoy 
was announced last week by Georg! 
H. Pratt, general sales manager. 
Stines was 

named to th’ 
Midwest region, 

with headquart 

ers here, unde: 
the _ supervision 

of E. J. Beguh: 
divisional sales 


R. M. Stines 


manager, Stines 
has 17 years’ ex- 
perience in the 
auto business. 
Gartland will 
make his head- - 
quarters in Phil- J, p. Gartland 
adelphia, to head 
the Northeast division under tl 
supervision of C. H. Calhoun, also 
a divisional sales chief. Gartlang 
has been associated with the aut 
industry for 24 years. 


Newkirk Fire 


WILMORE, Ky.—The Newkirk Mo- 
tor Co. building 
mobiles belonging to customers wel 
destroyed by fire, on the night of Sept. 
24, with loss estimated at $15,000. 
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-— Vant to speed acceptance 
or rear-engined cars? 
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*})) you question the popular premise that America’s driving 


habits can be changed overnight? Do you anticipate resistance, for 


bb \ 


*xample, to the more revolutionary features of new beetle-shaped, 
-rear-driven cars? You can help leap some of these hurdles by 


oe -eadvertising in Newsweek. 


rN ewsweek, through its accurate reporting and impartial analysis 
4] sof the news, attracts the most progressive people in the sales end 
“of your industry, men whose confidence you need in launching 
a new idea. In addition, this magazine is read regularly and 
"attentively by approximately 400,000 business leaders, who not 
* |_only represent the most important and prosperous market for 


a pioneer products but who also set the trend of acceptance for the 


country as a whole. 


Newsweek gives you more influence per advertising dollar than 
any other magazine published. In the light of present-day selling 


problems, it is more important than ever as a sales implement. 


that's a job for... 
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Pontiac Reopens 
Cleveland Zone; 


Thompson Mer. 


PONTIAC. — Re-establishment of 
the Cleveland zone of Pontiac Mo- 
tor is announced by D. U. Bathrick, 
general sales manager. Closed since 
December, 1941, under wartime con- 
solidations, the zone will be man- 
aged by H. T. Thompson, formerly 
zone manager there. 

Thompson has been connected 
with General Motors since 1926 and 
with Pontiac since 1933. His entire 
experience with Pontiac has been 
in the Cleveland zone where he has 
served as service manager, district 
manager, assistant zone manager 
and zone manager. 

He will be assisted by H. A. 
Quick as zone office manager, 
Frank D. Carter, service manager, 
and George E. Thompson, business 
management manager. 

The Pontiac Cleveland zone head- 
quarters are in the Union Com- 
merce building. 


“IT WILL NOT BE NECESSARY to run 
the enclosed ‘‘ad’’ any more, as it proved 
very satisfactory and our stock of radios 
is now exhausted.’’—-Villa-Pontiac Co. 
(Pontiac), Buffalo, New York. 

447 Want Ad Dept., Inside Back Cover 
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ENGINEERS MET with regional managers and members of the Studebaker 
home office sales staff last wek in the final meeting bfore the introduction of 
new passenger cars at dealer showrooms. Seated at the end of the conference 
table in the Studebaker administration building at South Bend are leaders of 
the joint session; Paul Davis, general sales manager; Tom F. Laughlin, assist- 


ant sales manager; K. 


B. Elliott, vice-president 


n charge of sales, and R. 


Cole, vice-president in charge of engineering. 


British-American Buys 


Canadian Oil Company 
VANCOUVER, B. C. — British- 
American Oil Co. has purchased 


business and physical assets of 
Union Oil Co. of Canada. 


Union Oil has two refineries on 
the upper reaches of Vancouver 
harbor, and a refinery site on Lulu 
Island. It also operates 297 service 
stations throughout British Colum- 
bia and Alberta. 


agar Want Ad Dept., Inside Back Cover 


Both Houses Approve 
Road Building Plan 


WASHINGTON. — Marking an- 
other step forward in the rehabili- 
tation of motoring, Congress last 
week gave the green light to the 
$3 billion federal - state highway 
construction program. 

Without debate, the Senate adopt- 
ed a House - approved resolution 
which states there no longer is 
reason to hold up a program that 
had been approved last December 
as a postwar employment cushion. 
The resolution does not require 
the President’s signature. 

The first big postwar public 
works project to get a go-ahead, 
the program, worked out in detail 
10 months ago, provides for a fed- 
eral outlay of $500 million a year 
for the next three years to match 
dollar-for-dollar state expenditures 
on highways. 

It provides, in addition to this, 
for federal expenditures of $87,- 
250,000 annually over the same pe- 
riod for construction of roads and 


A COMPANY YOU’VE KNOWN FOR YEARS 


ABRICON 


PRODUCTS, INC. 


* DETROIT, 


THE DETROIT WAX 


MICHIGAN 


PAPER COMPANY 


and Announcet- 


THE OPENING OF AN ENTIRELY NEW PLANT 


SERVING THE Slelomdue (duly 


@ Trim Foundation Panels 
® Dash Insulator Mats 


@ Body Sound-Deadening Parts 
@ Trunk Lining Parts 
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trails in forests, parks and Indian 
lands. 


The aid to states amounting to 
$500 million is divided as follows: 


For primary federal - aid high 
ways, $225 million; for secondary 
and feeder roads, $150 million, an 
for highways in urban areas, $1 
million. 


SAE Annual Meet 
Set for Jan. 7-11 
In Detroit 


NEW YORK.—Peacetime appli- 
cations of wartime developments it 
automotive engineering are to be 
outlined at national meetings short- 
ly to be resumed by Society o1 
Automotive Engineers. 


National meetings scheduled sc 
far include: 


Nov. 6 and 7, national fuels and 
lubricants meeting, Mayo hotel} 
Tulsa, Okla. 


Dec. 3 to 5, national air trans- 
port engineering meeting, Edge- 
water Beach hotel, Chicago. 

Jan. 7 to 11, annual meeting anc 
engineering display, Book-Cadillac 
hotel, Detroit. 

Apr. 3 to 5, national aeronautic 
meeting, Hotel New Yorker, New 


K. C 


Nash Post in 
Goes to Limb 


KANSAS CITY.—Earl R. Limb 
has been appointed Nash Kansas 
City zone manager, it was an 
nounced last week by H. C. Doss, 
vice-president and general sales 
manager. For- 4 
merly assistant 
zone manager at 
Pittsburgh, Limb 
succeeds M.S. 
Suydam. He has 
been associated 
with the Pitts- 
burgh organiza- 
tion since 1940. 
His experience in 
the automotive 
industry dates 
back to 1922. He 
has held various 
managerships with Packard, Gen- 
eral Motors Holding Corp. and 
Pontiac. 


A native of Kansas, he is a 
graduate of University of Kansas 


E. R. Limb 


Obituaries 


T. H. Newberry Dies 


In Detroit at 80 


DETROIT. — Truman H. New- 
berry, capitalist and outstanding 
Michigan political leader for 60 
years, died Oct. 3 at the age of 80. 


Mr. Newberry was instrumenta 
in transferring the Packard plant 
from Warren, O., to Detroit i 
1902. In 1918 he became a Michiga 
senator by defeating Henry Ford 
in a close race. 

” * * 


Gerry Page 


CORNWALL, Ont.—Gerry Page, 74, 
of Verdun, Que., said to be the oldest 
Ford dealer in Canada, died Oct. 4 ir 
Sacred Heart hospital here following 
a short illness. 

He founded the firm of Gerry Page 
& Son in Crysler, Ont., in 1900 ana 
opened a dealership named Page & 
Son, Ltd., in Verdun in 1912. 

+ . * 


Harry H. Hall 


BUFFALO.—Harry H. Hall, a pio- 
neer in the motor sales business 11 
Buffalo, died recently after a six- 
month illness. Mr. Hall was at one 
time head of the Hall Motor Co., which 
sold the Regal car. He retired severa 
years ago. 

* * * 
Orlin B. Harmon 


DETROIT.—Orlin B. Harmon died 
Sept. 12 at University Hospital, Ann 
Arbor. He was a senior member of the 
department of Midland _ Steel 
Products Co., having been with the 
firm since its founding in 1923. 

~ * * 
R. A. McNamara 

HILLSIDE, N. J.—Robert A. Mc 
Namara, 54, who headed the General 


Motors parts division in Bloomfield, N. 
J., died Sept. 16 at his home here. 
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New AUTOMOTIVE PARTS 


: Available NOW for immediate delivery to 
DISTRIBUTORS * DEALERS ° SERVICE GARAGES ¢ FLEET OPERATORS 


Parts for All Cars and Trucks 


We have parts for practically every make and type standard car and truck manufactured in 
the U. S. since and including 1939. Every part from a cotter pin to an engine. Blocks, trans- 
missions, axles, differentials, spark plugs, etc. If it is a part of an automobile or truck we 


have it for sale. 


WHO CAN BUY? Any recognized automotive distributor, dealer, service garage, or fleet 


operator who has filled out and filed a qualification blank which determines 
proper trade level and establishes your credit rating. If you have not already done so, secure qualification blank at 


once from your regional office. 


HOW TO BUY Order your needs on Government order form OSP75-T available at your 


regional office. Simply use your regular standard automotive parts catalog. Our 


stock numbers agree with their listings. Regular trade level discount system applies. 


TERMS No deposit is required. All sales handled on 30 day payment basis. Full freight allowed every- 
where in the United States. Minimum order $500.00 NET (after your discount is deducted). It is 


anticipated that small dealers who cannot use the minimum quantity of parts will be serviced by their distributors. 


ACT NOW If you have not yet qualified, do so TODAY. If qualified, NOW is the time to order and 


stock your shelves. 


Office of Surplus Property 
DEPARTMENT OF COMMERCE - AUTOMOTIVE DIVISION 


Firms in Alabama, Florida, Georgia, Mississippi, North Carolina, South 
Carolina or Tennessee write—105 PRYOR STREET, N. E., ATLANTA 


Firms in Connecticut, Maine, Massachusetts, New Hampshire, Vermont 
or Rhode Island write—600 WASHINGTON STREET, BOSTON 11, 





MASS. 


Firms in New York or New Jersey write—61st FLOOR, EMPIRE STATE 
BLDG., NEW YORK 1, N. Y. 


Firms in District of Columbia, Delaware, Pennsylvania, Maryland or 
Virginia write—LAFAYETTE BLDG., 5TH AND CHESTNUT STREET, 
PHILADELPHIA 6, PA. 


Firms in Indiana, Kentucky, Ohio or West Virginia write—704 RACE 
ST., CINCINNATI 2, OHIO. 


Firms in Illinois, Michigan, North Dakota, South Dakota, Minnesota or 
Wisconsin write—209 S. LASALLE STREET, CHICAGO 4, ILL. 


3, GA. 


Firms in Louisiana, Texas, Arkansas or Oklahoma write—P. O. BOX 
1407, FORT WORTH 1, TEXAS. 


Firms in Iowa, Kansas, Missouri or Nebraska write—2605 WALNUT 
ST., KANSAS CITY 8, MISSOURI. 

Firms in New Mexico, Utah, Colorado or Wyoming write—1030-15TH 
STREET, DENVER 2, COLORADO. 

Firms in California, Arizona or Nevada write—30 VAN NESS AVENUE, 
SAN FRANCISCO 2, CALIF. 


Firms in Oregon, Montana, Idaho or Washington write—2005 FIFTH 
AVENUE, SEATTLE 1, WASHINGTON. 
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Caribbean Ferry 


Auto Service from Key 


West to Havana Slated 


To Start Next Summer 


JACKSONVILLE, Fla.—A super 
deluxe auto ferry service from Key 
West to Havana, Cuba, is expected 
to be inaugurated next year. Cost 
of the 90 nautical mile run is 
tentatively set at $20 per car. 

Sponsor of the project is 37- 
year-old Harold Gray Williams, 
who, with $2 million cash in hand, 
is already planning extensive ex- 
pansion of the service throughout 
the Caribbean area. 

The ferry will have a capacity 
for 300 autos and 900 passengers. 
It is estimated that the run across 
the Straits of Florida will be made 
in six hours. 

In Williams’ expansion plan, auto 
ferry routes will be opened between 
Cuba and Haiti, at $40 per car, and 
between the Dominican Republic 
and Puerto Rico for $30 a car. He 
is also considering a route from 
Cuba to Jamaica. 

If a connecting road is built from 
Yucatan Peninsula to the Pan- 
American highway running 
through Mexico, Williams intends 


to operate an auto ferry between 
Cuba and Puerto Morelos. 

Under this set up, motorists in 
eastern U, S., planning a trip to 
Mexico City, would save approxi- 
mately 800 miles by taking the 
Cuba-Mexico route. 

The ferry service and the pres- 
ent Gulf Atlantic Transportation 
Co. is the outgrowth of a small 
barge and towing service that 
Williams formed three years ago. 

The Florida National Bank of 
Jacksonville is putting up $1,500,000 
for the ferry company, and Mills 
Industries, Inc., (juke boxes, pin 
ball machines, etc.) may provide an 
additional $1 million in exchange 
for an interest in the ferry service 
as well as the amusement, bar and 
dining concessions on the ferrys. 

If the ferry service is successful, 
Williams said he will open up a 
chain of super service stations 
along the highways on the islands. 

‘“‘Dealers Tell Me,’’ by John O. Munn, is 


an open forum for the expression of deal- 
ers’ opinions. 


el. None AO 


Rex Returns to Trailers 


In Week, Officials Say 


FORT SMITH, Ark.—Rex Trailer | officials of the firm said. About 150 
Corp., here, is concluding uncom-| persons will be employed. 


~S 


—Automotive News map 


pleted war department contracts. 


It will treble its force within 60 
days and will be in commercial 
production of trailers by Oct. 15, 


Yes, Safety has always been our business! Since its inception in 1910, E.A. has constantly im- 
proved safety and comfort for the vast motoring public. But E.A.’s safety has long since extended 
beyond passenger cars. Owners and operators of commercial vehicles, as well as other millions of 
bicyclists and boat lovers, too, have enjoyed it. As the aviation industry developed, it was a 
natural step for E.A. to produce the specialized lighting accessories so essential to safety in 


flight and landing. 


The day draws ever nearer when E.A. will rededicate its facilities to the production of safety 
devices for new millions of motor vehicles, bicycles, pleasure craft and airplanes which a world 
at Peace will demand. Yes, Safety will continue to be our business... and as always, E.A.’s 
success will be shared with its distributors. 


E. A. LABORATORIES, Inc., BROOKLYN, N. Y. Makers of Automotive, intation Bicycle and Marine Appliances 
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Dealers Will Hear 
GMC Truck Plans 
At Area Meets 


PONTIAC.—GMC Truck dealers 
throughout the United States hav 
been invited to attend a series 
factory - conducted conferences 
starting Oct. 8 and continuing intg 
the first week of November, a 
cording to J. P. Little, general sales 
maneger of the truck division 
GMC Truck & Coach. 


“At these meetings we will pre- 3) 


sent to our dealers our plans f 


the coming year, and also discussp. 
with them various phases of theipega 


own local operations and the pre 


lems peculiar to their particular®) 


territories,” said Little, 

This year 169 such conferencés 
will be held. Locations have been 
selected in such a manner that t 
meetings will be conveniently avail- 


able to the entire dealer organi. 


zation. Nine groups of factory sal 
and service executives will conduct 
the discussions and present thg 
various sales and service program 


“Sales plans will be outlined and 
the 1946 truck sales outlook pr 
sented insofar as circumstances 
will permit at that time,” said 
Little. "GMC Truck & Coach hd 
been in limited production of 
civilian trucks for over a year ang 
a half on a WPB allotment basi 
Recently, our schedules were sub- 
stantially increased, and_ thes 
schedules now call for a month 
rate during the last quarter of this 
year which will be substantial 
higher than our best prewar o 
peacetime monthly production rate 
For next year, we have planne 
the greatest truck volume in our 
history depending, of course, upog 
uninterrupted production. 


“Dealers’ parts and service op- 
erations will be discussed in deta 
in the forthcoming GMC deale 
meetings. The service activities aré 
being expanded to include a ne 
and separate parts and service 
organization devoting itself entirel 
to dealer plans for increased facil 
ties and dealers’ parts and service 
problems in general. Our dealerg 
too, have discovered that the truc 
parts and service end of their 
business can be far more profitab 
than many of them had believed. 

In addition to the general discus- 
sion of truck service, the 3,00 
GMC dealers who are expected to 
attend the meetings this fall wi 
be given a report on a facto 
program of cooperation in the lay- 
out and construction of new deale 
buildings and in the expansion an& 
rearrangement of present building 
or service station facilities. 


GM Unit Shipped 
1,550 M-5 Tanks 


SOUTH GATE, Calif.— Generd 
Motors plant here assembled 1,550 
M-5 light tanks for Army Ord 
nance during 1942 and 1943, it was 
revealed last week by Henry L. 
Clark, plant manager, and Col. 

B. Harmon, chief of the West Coas 
Ordnance District. Converted tg 
tank assembly in the early spri 
of 1942, the plant continued pro- 
duction of the M-5 until August o 
the following year. 


Vet Kicks 
Used-Car Sale to GI 


Stopped by OPA 


CONCORD, N. H. — The stat 
OPA office didn’t think that “Unc 
Sam” showed much consideration 
for 
Samuel Weinstein, of West Ro 
bury, Mass., who uses that nick- 
name in newspaper 
was prosecuted for a _ propose 
used-car sale. 

According to OPA, Weinstein, 
purchasing agent and salesman fo 
David Kasef, proprietor of Consoli- 
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a World War II veteran, sg. 


advertising, 


a 


dated Motors, Boston, offered f{@=; 


sale to a Laconia war veteran a 
1939 Buick coupe at $1,050, whe 
the ceiling price was $936. 

As a result of OPA action, both 
Weinstein and Kasef were permé 
nently enjoined in federal cou 
here from violation of price ceiling 
regulations. 


“IT WILL NOT BE NECESSARY to run 
the enclosed ‘‘ad’’ any more, as it proveg 


—_— 


— 


very satisfactory and our stock of radiGj—g 


is now exhausted.’’—Villa-Pontiac Co. 


(Pontiac), Buffalo, New York. 


sa Want Ad Dept., Inside Back Cov@e— 
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" MORE PEOPLE than live in Oregon. Give them an Effective 
Buying Income bigger than Boston’s. Let them spend more on 

retail sales than all Clevelanders. Put them in a great inland 

aad California Valley, and what do you get? 

The Billion Dollar Valley of the Bees. 


No “war baby” area, the vigorous Valley continues to grow 
oa in sales appeal . . . since last year raised its Effective Buying In- 
mn come 16.5% to a whopping $1,714,990,000 . . . upped its retail 
= sales to a healthy 876 million.* 

What’s the advertiser’s password to this sales paradise? Mce- 
Clatchy. It stands for the three Jocal newspapers that blanket most 
of this empire of farms, forests, mines and industrial plants. Be- 
i- cause Valley people do live well inland, they read and heed these 
1 local papers of Sacramento, Modesto and Fresno. To them a coast 
> mewspaper has as little appeal as a Philadelphia paper to a New 
‘h Yorker. 


Tell your story in the area where live 83% of all these people 
... where 81% of all that EBI is concentrated . . . where 88% of 
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Don’t miss the boat in Californtia’s 


BILLION DOLLAR VALLEY OF THE BEES 


all those retail sales are made. Add the three McClatchy news- 
papers to your California schedule — The Sacramento Bee, The 
Modesto Bee, The Fresno Bee. 















en let | 


Have you something to sell to farmers? Th 

the McClatchy Bees introduce you to some of the 
most prosperous ones. Four of the nation’s five lead- 

ing farm counties are in this Billion Dollar Valley, 
where in 1944 farmers grossed $830,064,000. That's 
1 times the farm dollars earned in all six New 
’ England states combined.* 


"Sales Management's 1945 Copyrighted Survey 


here mee ~ nee nen pennant 


NEWSPAPERS 


National representatives .. . O'MARA & ORMSBEE, INC. 
New York e Detroit »« Chicago e San Francisco 


; 
3 
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Los Angeles « 
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AUTOMOTIVE WASHINGTON 


U.S. Parley on Labor 
To Proceed Slowly 


By William Ullman 
Washington Correspondent 


_ LABOR AND MANAGEMENT representatives now work- 
ing on an agenda for the forthcoming labor-management 
conference are reported as making progress. Questions to 
go before the conference, which will convene Nov. 5, will 
be limited in number, according to a spokesman. The purpose 

> 


is to tackle first those which 
obviously can be agreed upon 
and then to extend the list 


as the conference progresses. 


The idea, it is said, is to make 
of the conference a_ continuing 
procedure. When agreement is 
reached on a few basic principles, 
the conferences will recess and 
come together again after a lapse 
to take up more involved problems. 


One reason that labor and man- 
agement have so much difficulty in 
reaching an accord on controver- 
sial questions, it is pointed out, is 
that they are not 
well enough ac- 
quainted with 
each other. The 
first sessions of 
the conference 
will permit them 
to get acquainted. 
One suggestion is 
that the repre- 
sentatives of the 
two interests, in- 
stead of being 
seated on oppo- 
site sides of a 
table, be placed alternately. Thus, 
no representative would be able to 
wave his arm down one side of 
the table and say: “Well, our side 
holds that...” 

The aim is to have as repre- 
sentatives of both labor and man- 
agement only top policy-making 
officials from both sides, so that 
no representative will be forced to 
go back to a top head in his or- 
ganization for additional instruc- 
tions. His will be a free decision, 
not to be overturned by someone 
higher up. 

There is a danger that the pub- 
lic may expect too much of the 
conference in its early stages. 
Even some newspapers appear to 
believe that the conference will 
be able to settle some of the 
most vexatious labor relations 
questions in a jiffy. That is not 
possible, of course. 

The conference must _ proceed 
slowly, feeling its way. It cannot 
by any chance stop the flood of 
strikes now afflicting the country. 
But it can suggest measures that 
will make future strikes less likely 
and that will provide machinery 
for settling strikes when they do 
oceur. 

It is possible that the conference 
may propose legislation if it ap- 
pears needed. That is a field it will 
explore. 

Everyone is hopeful that the con- 
ference will manage to find soln- 
tions for many troublesome labor 
relations problems. Whether or not 
the conference turns out to be a 
success depends in large measure 
on the spirit shown by those who 
participate. 


Ullman 


+ + + 
Excess Profits 
Repeal Urged 

THE HOUSE Ways and Means 
Committee is now at work drafting 
the transitional revenue measure to 
cut taxes. Hoping to complete its 
task without delay, no public hear- 
ings are contemplated. The inten- 
tion is to avoid dealing with con- 
troversial issues so that the new 
law can be, enacted by Nov. 1. 

In the corporate tax field, busi- 
ness generally favors repeal of the 
excess profits tax as of next Dec. 
31. Elimination of this arbitrary 
tax, rather than reduction of its 
rates, is being urged strongly and 
the prospects appear to be favor- 
able. 

Issues may arise over treatment 
of fiscal year corporations and con- 
tinuation of the carryback for two 
vears of the unused excess profits 
tax credit. The carryback may be 
limited to one year, as being suf- 
ficient ‘to cover the reconversion 
period. The two-year carryback, 


Boe ee ee eta tt. ay eee eines 


however, is essential for most 
lines of business and its continu- 
ance would aid materially in read- 
justment to peacetime conditions. 
An increase from $10,000 to 
$25,000 in the specific exemption 
from excess profits taxes, applica- 
ble to 1945, would be in the in- 
terest of many small businesses, 
but it is recognized that such a 
provision might preclude reduc- 
tion of the combined 40 percent 
normal and surtax corporate rate. 


Widespread dissatisfaction with 
administration of the relief provi- 
sions of the excess profits tax may 
result in an airing of this subject 
by the Congress in an effort to find 
a method of more prompt and 
liberal administration. 


The bill may provide for main- 
tenance of the social security pay- 
roll tax at 1 percent during 1946, 
instead of the 2% percent rate 
which would go into effect under 
existing law. It would be logical to 
maintain the 1 percent rate until 
Congress has completed its current 
consideration of the whole sub- 
ject of social security coverage and 
rates. 


It apparently is not the intention 
to deal in the transitional bill with 
repeal of the wartime increases in 
various excises, which increases 
under present law can be ended 
by presidential proclamation or 
concurrent resolution of Congress 
in the sixth month after hostilities 
have been declared to have ceased. 

It appears unlikely that the tran- 
sitional measure will endeavor to 
ameliorate existing double taxation 
of corporate earnings or liberalize 
depreciation. 

As for individuals, there is 
definite prospect that the House 


committee will recommend re- 
duction of rates. Estimates of 
likely reduction approximate 10 
percent, although there is strong 
sentiment for reduction of as 

much as 20 percent, or even 25 
percent. 

Various methods of making the 
reduction have been proposed. They 
include a flat percentage reduction 
after computation of taxes under 
existing law, repeal of the normal 
tax, the granting of exemptions for 
normal taxes now permitted for 
surtaxes, and possible combination 
of these methods. While an effort 
will be made to effect the reduc- 
tion by framing new tax brackets, 
it is not believed that such a 
method will be adopted. 


* * * 


Vet Job Rights 
Re-Emphasized 


SELECTIVE SERVICE has re- 
emphasized the right of veterans 
to obtain a job when they return 
to civilian life. Major - General 
Lewis B. Hershey, draft director, 
says the new statements are “our 
interpretation of veterans’ reem- 
ployment rights as provided in the 
Selective Service Act” and are 
“based solely on the language of 


the act and what we believe t 
be the intent of Congress.” 


There are many, including 
unions, who take sharp exceptio 
to Hershey’s continuing position 
that the law provides absolute re 


instatement in the veteran’s for— 


mer position, or a position of like 
seniority, status and pay, if t 
veteran meets conditions laid down 
in the law. 

The new interpretations, contain 
ed in a handbook prepared for the 
guidance of local draft boards ag 
part of the veterans’ assistancé 
program, supersede all previous 
Selective Service interpretations o 
the veterans’ reinstatement rights* 
They are broader than the previous 
ones. 

The handbook points out that 
several veterans who left the 
same job with an employer and 
entered the armed forces all may 
have reinstatement rights with 
that employer, provided the em- 
ployment relationships were oth- 
er than temporary. The same 
applies to part-time employes, 
probationary workers and ap- 
prentices. 

Union membership may not be 
required of a veteran as a pre- 
requisite to his reinstatement, ac 
cording to the new statement. 


UBLIC confidence based on performance through the 


years has built the prestige of U. S. Royal Tires. This prestige is a 


constant challenge to the scientists and tire builders of “U. S.” to 


seek improved methods, build better tires. 


It is a challenge, too, to local, independent U. S. Tire Deal- 


ers across the nation to keep ever alert to the service needs of their 


communities. For over 30 years tires bearing the U. S. Seal of 


Quality have been original equipment on America’s leading cars 


and trucks. 


UNITED STATES @ 


Bie) 


Listen to “Science Looks Forward” — new series of talks by the great scientists of America 


on the Philharmonic-Symphony Program. CBS network, Sunday afternoon, 3:00 to 4:30 E.W.T. 
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FOB FACTORY 
Spectacular Models? 
Don’t Count on “Em 


By A. H. Allen 


RECENT inquiry directed to this department asked for 
information on which would be “the most spectacular” 
passenger” car of the 1946 models. Call came from a large 
manufacturer who was planning a special display for a 
February, 1946, metals exhibition, and wanted to feature 
this “most spectacular” de-¢ 
sign. It is difficult to give | 
a helpful answer to such a 
question, for the reason that the 
inquirer probably has been poring 
over these dream models which | 
artists and designers have been | 
air-brushing in the past few years | 
for the benefit of the pages of the | 
; U. B. BLALOCK, of Wadesboro, right, Ford dealer there since 1908, on Sept.| Slick magazines, and naturally 
ieas — fo ron a On€ | 26 had his first look at the 1916 Ford, being shown him by C. A. Burgdorf, | Wondered which manufacturer was ' 
-<ormal arm, — a oe rive | »aanager of the Charlotte branch of the Ford Motor Co. The Ford was unveiled | Planning to give his new model . The industry 
a car. Forty specialists in accident | after a luncheon and morning meeting at Hotel Charlotte for 175 dealers and | the works. Is old enough 
evention, witnessed the demon- | others in the Ford organizations in the Carolinas. Blalock, 72, sold his first Ford Plain truth is that there will be} A. M. Allen and wise enough 
stration. to Dr. James Covington, of Wadesboro, in 1908. no spectacular 1946 models. They to realize gen- 
sh hv | erally that the most spectacular 
model often will turn out to be 
the most spectacular flop, so it 
tries to steer clear of the bizarre, 
the untested, the flamboyant. 

It seems reasonably clear that 
this policy will be continued as the 
years move on. The spectacular can 
be left to the writers and such 
newcomers in the industry as are 
willing to gamble some of the pub- 
lic’s millions on nightmarish styling 
and radical design. 








Amputees Test 
Single Lever 
To Control Cars 


NEW YORK. — A single lever 
attached to the steering column 
f an automobile, operating the 
chrottle, brake and clutch controls, 
was tested by maimed drivers here 
ast week. It was reported that 
with this device anyone will be able 
to operate a standard automobile 
y one hand. 

The device was tested by dis- 
bled soldiers from Halloran hos- 
pital, at a meeting of the Eastern 
State Department Agencies Con- 
rence on Driver Education. 

The new equipment was develop- 
d after two years’ research by 
oseph D. Elkow, a graduate stu- 
dent at the Center of Safety Foun- 
ation. 

The demonstration proved that a 


willallcarry 

numerous refine- 

ments and embel- i 
lishments, along 

with a return to 

plenty of bright, 

decorative trim, 

and dozens of 

minor mechan- { 
ical improve- 

ments. 











Buick Grille 
Is Departure 


Radiator grille on the 1946 Buick 
is a departure from past practice. 
As described in advance publicity, 
it is stamped from cold-rolled steel 
with all outer surfaces of the base 
stamping capped by chrome-plated 
stainless steel. 

No explanation is made as to 
how the stainless steel outer sec- 
tion is fastened to the backing or 
what steps have been taken to 

minimize rusting of the backing 
which conceivably could result 
in loosening of the bright exteri- 
or and subsequent rattling. Paint 
may be the answer, since the 
backing section would be fairly 
well protected from weathering 
and subsequent deterioration. 


Chemical treatment of cylinder 
bores and valve rocker arms to 
provide them with a manganese 
phosphate coating is another ap- 
| parent innovation in Buick engine 
| design. This type of coating, which 
| has been known by various names 
such as Bonderizing, Granodizing, 
Lubriting, etc., provides a thin film 
of phosphate on the surface which 
greatly facilitates lubrication dur- 
ing the initial run-in period, for 
| the reason that the coating is fair- 
ly soft and acts as a wick to soak 
up lubricant and retain it. Similar 
| treatment has been given to many 
sheet metal parts before painting, 
but not for the same purpose. Here 
the idea is to protect the base 
metal from corrosion. 


Technicians Slate 
Several Parleys 

Technical convention season is 
getting back into full swing, with 
the Society of Automotive Engi- 
neers having two important meet- 
ings scheduled this month, the first, 
Wednesday of this week, being an 
important feature of Michigan Avi- 
ation Week. On Monday, Oct. 8, the 
Detroit chapter of the American 
Society for Metals holds an all-day 
regional metals conference, with 
| 400 engineers and metallurgists ex- 
| pected to be in attendance to hear 
| 
| 
| 





19 speakers on a variety of metal- 
lurgical subjects. 





Next week the Detroit chapter 
of the American Foundrymen’s 
Assn. opens its fall season with 
three roundtable conferences on 
gray iron, brass and malleable 
castings. Meanwhile, it has been 


announced the twenty - seventh 
National Metal Congress and 
= Exposition, postponed from. its 


' 
| usual date of October this year, 
| will convene in Cleveland, Feb. 
1-8, with its usual extensive in- 
dustrial exhibit and collection of 
technical papers. | 


6600 East Jefferson Avenue, Detroit 32, Michigan 
—— : 5675 E. Anaheim and Telegraph Rd., Los Angeles 22, Calif. 
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—Auto Advertising— 


Present Unrest Indicates 
Soft Spots Ahead 
By Robert M. Finlay 


Current labor unrest and de- 
mands for much higher wages are 
building support for those in the 
industry who insist that new cars 
will have to be sold despite the 
sellers’ market. 

In the long run, of course, the 
cars will be sold, but there prob- 
ably will be periods of gloom con- 
cerning the national well-being. 
These will dampen the enthusiasm 
of customers and cause temporary 
weak spots in the market, which 
can be overcome only by strong 
selling. 

And labor is bidding, too, to 
make the price less attractive. 


Cadillac Plans 


Into this general pattern con- 
cerning auto-advertising problems 


& 


External Type 
National Aircraft 
Standard 51 


Internal Type 
National Aircraft 
Standard 50 


fits the announcement last week by 

Charles H. Betts, merchandising 

manager, of plans for the 1946 
Cadillac, 
although he did 
not mention 
prices and labor 
Problems 
directly. 

He said that 
distribution prob- 
lems common to 
the automobile 
industry in this 
year of reconver- 
sion will be met 

C. H. Betts by Cadillac with 

newspaper adver- 

tising and nationwide spot an- 
nouncement of its 1946 models. 


“This year,” he said, the flex- 


ibility and precision of newspaper 
advertising has been of great help 
to Cadillac. 


“The psychological disadvantage 
of national announcement adver- 
tisement appearing before distribu- 
tion of new cars was completed 
is evidence. 


“As a result, we decided to call 
upon the newspapers in each 
town when the Cadillac dealers 
of that area are ready to display 
new cars to the public.” 

Betts also is betting that strong 
product advertising will start soon- 
er than most people think, maybe 
in March or April. 


That Touch 


Los Angeles Daily News’ lunch- 
eon for the auto industry last year 
was nicely done, but there were 
some who suggested that it might 
be good promotion to have a fea- 
ture symbolizing the area. 

So this year the News’ Bob 
Smith, Charlie Arn, Hal Lindley, 
and Jann & Kelley’s representa- 
tives, Charlie Marvin and Dave 
Sampson, put on a gorgeous techni- 
color movie describing the area the 
News serves. 

It was a nice Hollywood touch— 


that Truarc 


even to the cheesecake, although 
the exubriant Charlie Arn said that 
General Manager Bob Smith held 
him down a bit on that. 

Herb Preeg, News’ auto editor, 
and an artist on the violin, was 
there too, but the boys made him 
leave his violin home. After all, the 
auto men are more used to the 
music of beating drums. 


Names 


North A. Wright has been named 
public relations director of Libbey- 
Owens-Ford Glass Co., it has been 
announced by George P. MacNichol 
jr. company vice - president in 
charge of sales. 
As a means of 
broadening the 
scope of the glass 
company’s peace- 
time activities, 
MacNichol ex- 
plained that 
Wright’s new du- 
ties will include 
correlation of the 
programs of the 
advertising, pub- 
licity, sales pro- 
motion and de- 
sign departments. These are headed 


N. A. Wright 


Retaining 


Rings hold moving 
parts together better! 


If your problem is holding tog 


BEFORE TRUARC 


The American Separator 
Company found no solution 
to the problem of 
excessive noise and 
vibration set up by the 
spur gear train action of 
this separator bowl 
revolving at 8500. 


AFTER TRUARC 


Truarc Retaining Rings 
eliminated vibration and 
noise while actually 
simplifying the assembly, 
achieving a rigid bearing of 
greater strength with 

no loss of speed! 


ether or positioning moving 


parts, you should know Truarc Retaining Rings. They 
offer important advantages over nuts, shoulders, collars 
and pins. They save space. They make assembly and 
disassembly easier, simpler, quicker. They keep their 
bulldog grip, hold their true circularity indefinitely under 


severe working conditions. Te 
your products, in the machine 


st Waldes Truarc in 
s that make them. Write 


for samples and complete data. Dept. D-10, 


WALDES 


TRUAR 


got Oc, 


C 


RETAINING RING 


WALDES KOHINOOR, INC., LONG ISLAND CITY t, NEW YORK 


CANADIAN REPRESENTATIVES: PRENCO 


W Ga PAT, £18,146 


YARNS: are epee 


PROGRESS CORP., 


470., 72+74 STAFFORO STREET, TORONTO 


respectively by Franklyn Hawkin® 
Earl Aiken, C. Dean Lowry and H. 
Creston Doner. 


Ivan T. Smith, for more than 20 
years a leading figure in the a: 
production field, has joined the 
New Center Studios, according 
Earle N. Clarke, sales manager OF 
the studios. Smith’s duties will em- 
brace the handling of producti 
on all art work turned out by stu- 
dio artists for advertising agencigg 
and manufacturers. 


Harry Chamberlaine has bee 
appointed advertising manager 6 
Good Housekeeping magazine, John 
R. Buckley, vice-president, 
nounces. Jack Herbert returns 
from the Marine Corps to succeeg. 
Chamberlaine as eastern advertis 
ing manager. 


Lucian R. Bloom has rejoine 
Geyer, Cornell & Newell, Inc., in 
Detroit, as space buyer, H. \ 
Newell, executive vice - president, 
has announced. 


Charles L. Conley, who had been 
assistant advertising and sales prg 
motion director for the Collins &@ 

Aikman Corp. 
before he enter 
the Army in 1942, 
has returned to 
become the dir 
tor of advertising 
and sales promo- 
tion, it has be 
announced by P. 


B. Baldwin, gep-__ 


eral sales mar 
Conley will 
be in compless 
charge of tls” 
phase of work 
for the company’s Canda cloth 
automobiles, Ca-vel fabrics for fur- 
niture, Candair fabrics for trans- 
portation, and Ca-vel pile fabr 
for men’s and women’s apparel. 
Conley said that the mills are ap- 
proaching full operation for supp@~ 
ing automotive, transportation and 
other fields with fabrics. 


ger. 


C. L. Conley 


James R. Adams, president of 
MacManus, John & Adams, I 
has announced the addition of nw#® 
men to the creative staff of the 
agency’s Detroit headquarters. Sq’ 
Jewell has been assigned to Ue 
Dow Chemical account, Charles 
McLaughlin to Bendix Aviati 
Jack Oliver to Dow in a publiic re- 
lations capacity; Fred Olmstead to 


the Dow plastics division; James@ 


Pooler, veteran feature writer of 
the Detroit Free Press, will oper- 
ate in a creative and public re 
tions capacity on the Cadillac ac- 
count; Darrell Roberts will be ¢ 
gaged in sales and service prons- 
tion on the same account; Gerritt 
Schurman has rejoined the age 
in his old capacity on Pontiac Mo- 
tor sales promotion; Ed Pacult has 
joined the agency’s art departm@e= 
to specialize in booklet, direct mail 
and other promotional materjgl._ 
Personnel additions to non-creai 
departments include Fred Britton 
to production on Bendix; Cha 
Doll to accounting, Lon Mott ™o 
scheduling, Edward Symington to 
production control, and Al Ya 
tc media. 


—a 


oe 
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Dan Doody, an advertising 
resentative for more than 25 years, 
and automotive advertising head of 
the Chicago Sun since it sta@fa- 
publication in December, 1941, has 
joined the Chicago sales staff of 
Southern Agriculturist, effec 
Oct. 15. 


C. N. Schmidt has been appoi:@a- 
advertising manager of the Amer- 
ican Steel & Wire Co., subsidiary _ 
of U. S. Steel Corp. Wilmer ™2i. 
Cordes, manager of sales research, 
development and promotion, 
devote his full attention to thuse 
responsibilities by relinquishing the 
position which Schmidt now @= 
sumes. Cordes has been associated 
with the American Steel for over 
32 years. Schmidt joined the finery 
October, 1938. 


— 


a 


Several shifts are reported 
Hearst Advertising Service. William 
E. Peters moves from Chicagg,to 
the managership of the San F™mrq 
cisco office while R. C. Lee succeeds 
Peters as Chicago manager. @als 
Albert Kerber returns from “the? 
army to specialize on Pictorial Re-§ 
view, as will Richard W. Cook, 
comes from Mademoiselle. Faul 
Masson joins the sales staff of the, 
automotive department. 
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YES, GENUINE 





Jobs are moving faster through plenty of shops 
these days, now that Genuine Ford Parts are again 
available in volume. They’re getting the call from 
dealers, garages and service stations all over the 
country because — 


1. They enable mechanics to turn out more jobs 
per day. That’s because Genuine Ford Parts are 


‘What's Smitty taking the afternoon off for?" 


"Haven't you heard? Since more Genuine Ford 
Parts are available, he can do more work in 
half the time!” 





FORD PARTS SPEED UP 
REPAIR WORK BECAUSE THEY'RE MADE RIGHT, 
TO FIT RIGHT AND SAVE YOUR MECHANICS’ TIME 


made right, to fit right, and just naturally go to- 
gether faster. Result? Higher daily earnings for 
mechanics .. . bigger profits for you. 


2. Genuine Ford Parts deliver performance that 
wins Customer praise, helping insure the success 


of your business. 
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Auto Personnel 


appointed vice-president in charge Plans Unannounced 


Ittleson Leaves Army; 
Will Return to CIT 


Lt. Col. Henry Ittleson jr. re- 
turns to his post as executive vice- 
president and di- 
rector of CIT Fi- 
nancial Corp, on 
Oct. 1. 

After nearly 20 
years with CIT, 
Ittleson entered 
the Army Air 
Forces in May, 
1942, as a captain. 
He was attached 
to the headquar- 
ters of the Army 
Air Forces and 
stationed in 
Washington at the time of his re- 
tirement. 





Col. Ittleson 


* * * 
Plomb Appoints Mautner 
Head of Labor Relations 
In view of the increasing impor- 
tance of industrial relations in the 


expanding operations of the Plomb 
Tool Co., M. M. Mautner has been 





of these activities, according to an- 
nouncement last week by M. B. 
Pendleton, president. 


Mautner joined the organization 
seven years ago. He has been ad- 
ministrative assistant to the presi- 
dent. 


* * ¥ 
Kaiser-Frazser Announces 
Elevation of Bedford 


Henry J. Kaiser announced last 
week that Clay Bedford who has 
been general manager of the four 
shipyards at Richmond, Calif., has 
been made a member of the board 
of directors of the Kaiser-Frazer 
Corp., and has been appointed vice- 
president and member of the exec- 
utive committee. 


He has been associated with 
Kaiser for more than 20 years. He 
will assist Frazer and Vern Drum 
in organizing production for the 
new company. T. A. Bedford, as- 
sistant general manager in charge 
of Richmond yards one and two, in 
recent months has been assuming 
additional responsibilities in yards 


three and four. He is to be assist- 


ant general manager. 
* * * 


Peo Leaves Houdaille; 


Ralph F. Peo, vice-president and 
& member of the board of directors 
of Houdaille - Hershey Corp. and 
general manager of the corpora- 
tion’s subsidiary, the Houde Engi- 
neering division, 
announced his 
resignation effec- 
tive Oct. 1. No 
statement could 
be made at the 
present time, he 
said, regarding 
his future plans. 

A graduate of 
the Rochester 
Technical _Insti- 
tute in electrical 
engineering, his 
earlier business 
years were spent with Oakland, 
Dodge and Ford in Detroit. In the 
early 1920’s he came to Buffalo as 
assistant chief engineer of the 
American Radiator Co., later be- 
coming plant manager. He then 
became associated with the Landon 
Radiator Co. of North Tonawanda, 
N. Y. Peo joined Houde in 1927. 





Ralph F. Peo 


Look at his beautiful eyes! 


Just like his mother’s. 


Did you feel his grip? 
He'll be a halfback like Joe. 





YES! Men and women look at things, including new 


babies and automobiles, with different eyes. Automotive 


sales history shows that, from a woman’s point of view, 
appearance is more important than price. 






LADIES HOME 


Goodyear Managers Changed 
In Calif., N. Y., and Mass. 


Appointment of George B. 
Swarthout as manager of the New 
York City district of the Goodyear 
Tire & Rubber Co., Akron, was 
announced last week. Swarthout, 
who has been manager of the San 
Francisco district since 1936, suc- 
ceeds D. H. Strong, who has re- 
signed to enter business for him- 
self. Swarthout will be succeeded at 
San Francisco by Winslow Wether- 
bee, manager of the Albany, N. Y. 
district. 

The vacancy at Albany will be 
filled by R. E. VanAkin, formerly 
assistant to F. W. McConky jr., 
northeastern division manager in 
New York City. Replacing Van 
Akin in the division office will be 
G. G. Hancock, formerly assistant 
district manager of the Boston 
district. 

* * * 


Kellogg Picks Kelly 
For President 


William T. Kelly jr., of New York 
has been elected president of the 
Kellogg division of American Brake 
Shoe Co., according to an an- 
nouncement by William B. Given 
jr., president. Kelly has been execu- 












_ 

tive vice-president of Kellogg since af 

1944. = 
J. F. Weller, former president o | 

Kellogg division, who has his offices 

at the Rochester plant at 97 Hum ger, 


boldt St., will devote his full time | 
as director of automotive sales and ; 


to postwar development programs. 
* * * 
Wheels, Inc., Puts Meeker hn 
In Charge at Newark 
Maj. Edward D. Meeker of Ver- 


ona, N. J., for 15 years prior to the 
war a wholesale traveling repre- 
sentative o 


Wheels, Inc., has 
been appointed 
manager of th 
Newark branch 
at 225 Warren St 

Maj. Meeke 
served overseas 
for a period of 22 
months as Com- 
munication 
Officer for the 
356th Fighter 
Group based in 
England. He is a 
native of Newark, N. J., and a 
graduate of Stevens Institute of 
Technology. In his new assignment 
he will serve the automotive in- 
dustry as a specialist on wheels 
and rims as well as the various 
automotive products of the Bendix 
Aviation Corp. 

* * * 


Teague Adds Partners 


Walter Dorwin Teague, indus- 
trial designer, with offices in New 
York and Los Angeles, announces 
that he has taken two of his asso- 
ciates into partnership. Robert J. 
Harper is director of design in the 
New York office and C. Stowe 
Myers has the same responsibility 
in the Los Angeles office. 

* - * 


Doolittle Appointed 


Leonard C. Doolittle has been ap- 
pointed industrial hose sales engi- 
neer of Weatherhead Co. of Cleve- 
land, it was announced last week 
by H. Church, vice-president in 
charge of sales. 


Maj. Doolittle has just returned 
from three years of service in U. S. 
air corps. He graduated from Col- 
orado School of Mines and will 
head a new division at Weather- 
head specializing in the sale of in- 
dustrial hose and hose couplings. 

of 1” * 


Boyer Joins Osborn Co. 


Appointment of Robert H. Boye 
as sales engineer was announced 
today by the Osborn Mfg. Co. of 
Cleveland. Boyer, who attended 
Sheffield Scientific School of Yale 
University, will assist Osborn sales- 
men in studies of the application 
and use of power brushes. 

* * * 


4 


4 


FETT EET 





Maj. Meeker 


7 


Stanton Heads Sales 


Master Vibrator Co., Dayton, O., 
announces the appointment of Ar 
thur T. Stanton as general sales di- 
rector with supervision over all 
domestic and export sales, sales 
promotion, merchandising and ad- 


vertising. 
* * 


Correction , 
Through error, AuToMoTIVE News 
placed in Kankakee, IIl., the build- 
ing J. W. Mortell Co. recently ac-g, 
quired. The building is at Monterey 
and Twelfth Sts., Detroit. 
* + 











* 





General Motors Acceptance Corp. 
has opened a branch office in the 
Lynch Blidg., Blytheville, Ark., wit 
J. F. Pruitt as manager. 


* * * 








Appointment of Burnell O. Bur4® 
ritt to the engineering staff of 
Craftsman Tool and Die Co., De-g.— 
troit, has been announced by Carl 
Swartz, general manager of the 
company. 








Promotion of Douglas Charters 
to assistant district manager fo 
its expanded southwest territory is 
announced by Ray Sanders, general 
manager, Turco Products, Inc. He 
has been a member of the organi- 
zation for nine years and will be 
located in the Houston, Tex., dis- 
trict office. 









John J. Prochaska, general sales 
manager for Cleveland Automatic 
Machine Co., has announced ap > 
pointment of William J. Chovanec, 
formerly a member of the engi- 
neering staff, as district sales man 
ager for the Cincinnati territory. 
Chovanec has been associated with 
the company for the past 16 years! 




















a nt 


{' 


KT 


ron 








- 


23 


no 


Peet 


utorship in that territory. 


4 





AUTOMOTIVE NEWS, OCTOBER 8 
] 
In This Corner-- 





Names in the News 


iN HIS LONG and varied career in the motor car business and its 
kindred fields, it is doubtful that Jo Roberts, head of the new Auto- 
metive branch of OPA, ever has done anything more to his credit as 


a workman in his chosen pro- 
fession than to author Revised 
Price Schedule 85, under which 
automobiles have been priced 
since Pearl Harbor. 


Yes, sir, that’s his baby! And 
he is proud of it, for it is at 
least one child of OPA laid on 
the doorstep of the automotive 
trade that has been generally 
well received, and spanked less 
than all the others. 


Jo ought to know his stuff, 
since he has been up and down 
the automotive line for a long 
time. 


Born on an Iowa farm and 
headed for a career in chem- 
istry, Jo took a sudden fancy 
to the then blossoming auto- 
mobile business. That was in 
1907. His first job was with 
David Buick at Jackson, Mich., 
and his first work was as a 
road tester. 


When Buick was taken over 
by GM in 1910, Jo went along 
and was assigned to the Oak- 
land division at Pontiac, where 


; he remained until Charles W. Nash left to go to Kenosha to establish 
| Nash Motor Co. In 1916 he opened the first Nash Sales Co. branch in 
Chicago, going to Philadelphia in 1920 to take over the Nash distrib- 


in Philadelphia, Jo operated his business as the Roberts-Nash Mo- 
tor Co. until 1932 when the firm was taken over as a factory branch, 
he remaining as general manager, 

In 1934 he was called to Washington to become an NRA deputy 
administrator in charge of the automotive section. He roosted with 


the Blue Eagle until its final scream, after which he returned to 


14 


, Philadelphia and the Nash branch. 

In 1940 he again entered the retail business for himself, selling 
the Nash. In 1941 came another call to Washington, this time to OPA 
as principal business specialist in charge of new cars and new trucks. 
It was in this job that he authored RPS 85. 

That Jo Roberts is highly regarded at OPA and throughout the. 
motor car trade and industry needs no special testimony here. He 
was a “natural” for the top seat of the new Automotive branch when 
its establishment was under consideration. 

In Pennsylvania, Jo served a term as president of the state automo- 
tive association. That was in 1929. For three years—1925 to 1928—he 
headed the Philadelphia Automobile Trade Assn., and for two years— 
1922 and 1923—he was an NADA director. 


Jo is married, lives at Upper Chevy Chase, Md., where he does a 
little farming on the side. He has a daughter and two sons, and a 


| grandchild. 


And—oh, yes—but don’t tell him we told you—in his early days he 
was a race driver on the Wildcat Circuit—rode mile and half-milc 


j races at state fairs and such like. 
His plans for the future? 


When OPA is no longer needed, Jo hopes to return to the City of 


| Brotherly Love and again take up the selling of automobiles. 


Roll Longer on Rayon 


Advantages in Use of Rayon Cord Stressed 
By Litchfield 
AKRON.—P. W. Litchfield, chair- | 


nan of Goodyear Tire & Rubber 
‘0... announced last week what he 
onsiders “the most important de- 
elopment in tire-making since 


joodyear developed the cord tire | 


2 years ago.” 


It is, he said, perfection of a tire | 


uilt with rayon instead of cotton 
ords that is capable of greatly in- 
creased mileage, rolls so much 
pore freely that gasoline savings 
result and brings into prospect a 
set of tires that will last longer 
an the usual period of a car's 
ownership by an individual. 

The new development is directly 
mked with his company’s experi- 
ence in wartime tire manufacture, 
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of Goodyear 


although it was producing certain 
high speed truck and bus tires and 
premium priced passenger tires of 


| rayon as an improvement on cotton 


long before the war. 

“When the tire industry tackled 
the tough job of keeping Amer- 
ica and its armed forces rolling 
on synthetic rubber,” Litchfield 
said, “rayon almost literally saved 
all our lives. All large synthetic 
rubber tires, unless they were 
made with rayon cord, burned 
out prematurely. 

“In our own laboratories, before 
the war, we had developed the kind 
of rayon cord we wanted. Then we 
worked with the rayon makers un- 
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(Continued from Page 4) 
has available a small number of 
reprints, which we shall be glad 
to send to readers free of charge 
in reasonable quantities. 
. + * 


Banker Replies 

As a subscriber to AUTOMOTIVE 
News, we read with a great deal of 
interest the article, ‘NADA Warns 


Dealers of Finance Threat,”’ Page 
2, Oct. 1 issue. 


Basically we are in accord with 
your seven-point program designed 
to keep control of financing needs 
in the hands of automobile dealers. 
May we take the liberty of the fol- 
lowing comments: 


This program cannot be directed 
at banks operating on a complete 
dealer-bank plan. Special emphasis 
should in all fairness, be placed on 
this statement, as many banks are 
doing an excellent job of servicing 
dealers fully. Our bank in particu- 
lar, nas for seven years operated a 
special dealer automobile financing 
department, offering a complete 
service to the dealer including 
Wholesale Floor Plan for new and 
used cars, Demonstrator Plan, Re- 
tail Discount Plan, and Recondi- 


area of Nebraska and 


- 


of Omaha, 7 


trial market that has 





FRE 


Contains valuable 


tional 





| 
find locally that the major finance 


One newspaper blankets the entire 


Iowa. Covers in dominant fashion, 585 
towns and cities. Reaches and influ- 
ences 210,000 families, every other one 
in this rich 103-county region. 

ABC coverage percentages — 100°: 
7°c of the greater Omaha 
area, and 50°c or better of counties 
as far away as 500 miles. 


But that doesn’t explain the virgin- 
wool quality of this paper’s coverage. 
We serve an agricultural and indus- 


—First Edition of 

World - Herald 
1945 Consumer Analysis. 
data 
on trends of the Greater 
Omaha Market. Write Na- 
Advertising Dept. 


, 1945 
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tioning and Accessory Plan, with] master policy. All repairs under in- 


insurance package for 
Wholesale Floor Plan protection, 
drive-way insurance, and custom- 
ers’ collision - comprehensive, per- 
sona! liability and property dam- 
age, and elective life insurance. We 
first initiated in the East the new 
2*: percent interest floor plan. All 
the transactions are handled at the 
dealers through such plans. 


In Point One of your program 
you mention that the practice of 
excessive reserve payments, via 
padding in the customers rate is 
usually encouraged by local finance 
companies. On the contrary, we 


companies are the offenders, some 
offering four or five different fi- 
nance charts for used cars. 


Point Five. Customers using our 
plan establish their “Bank Credit” 
and they consider it a valuable 
asset. It enhances their ability to 
obtain a regular bank loan quickly. 
It gives them a much better oppor- 
tunity than a major finance com- 
pany plan can offer. 

Point Six. Again we take excep- 
tion. Where and how can better 
| service be given by a major finance 
company? 


Point Seven. We work 


Speaking of Blanket C 


reconversion problem. Its people enjoy 
stabilized incomes. And because the 
World-Herald is the major newspaper 
in Nebraska and southwestern Iowa, 
these men and women look to 
World - Herald for guidance — some- 
thing to remember when you think 
of all-wool blanket coverage. 


southwestern 


SPLIT RUN 


virtually no to 


with a 


helps give 
Names of your country dealers can be placed at 
bottom of ad in our Morning editions for outstate 


a participating reserve plan and aj surance settlements go to the orig- 
| complete 


inal dealer. Local dealers have ex- 
pressed greater satisfaction with 
our insurance plans than those of- 
fered by any of the majors. 

This particular article seems to 
have been written by a pro-major 
finance company sponsored writer, 
and although we agree basically, 
we emphatically disagree with the 
general statements about “banks.” 
Please, in further articles of this 
nature, point out that the dealer- 
bank plan as offered by many 
banks is not an offender. Do not 
generalize all the offenders under 
the heading “banks.” Such an arti- 
cle is offensive to good dealer-bank 
plans and unfair to the extensive 
programs in benefit of the dealers 
that these banks have developed. 

Assuring you that we believe a 
correction is in order in fairness 
to complete dealer-bank plans.—C. 
Moorrt, manager, Bank of James- 
town, Jamestown, N. Y. 

Eprror’s Note: Banker Moore ts 
confused over origin of the fi- 
nance program which is that of 
NADA’s postwar planning com- 
mittee, and not of AUTOMOTIVE 
News, an independent publication 
having no affiliations with asso- 
ciations, factories or any other 


branch of the industry. 
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PRIVILEGE — NO EXTRA COST! 


your ads more local interest. 


readers. This same space in the Evening World- 
Herald can carry your Omaha-Council Bluffs 
dealers’ names. Thus we add an extra wallop 


your sales message 
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dealer knows that it pays to put 
extra effort on selling the substantial, influ- 
ential, better-income families in his home 


town. 


Temporarily, in times of over-demand and 
under-supply, other sales may be made more 
easily on the theory of “come and get ’em” 


and ‘first come, first served.” 


But year in and year out, those dealers who 
steadily endeavor to improve the quality of 
ownership of the car they sell, do build a 
more stable, more profitable business than by 


the catch-as-catch-can method. 


For these “best customers” buy more cars per 
family, turn them in more often, add extra 
equipment, spend more on service and, most 
important of all, exert a powerful influence 
on the rest of the market. They are driving 


advertisements tor your Car. 


That is why a majority of makers of motor 
cars advertise in ‘The New Yorker magazine 
year atter year—to put extra pressure on the 
extra-good customers in your community— 
to help you build a backlog of profitable 


and influential sales. 


ORKER 


the Leadership Market 


The New Yorker is the name of 
a national weekly magazine of 
selective circulation. This grade 
A circulation hits hard at the 
better income market of Metro- 
politan New York. But The New 
Yorker does not stop there— 
75% of The New Yorker’s cir- 
culationis outside the New York 
area—from coast to coast. 


In Chicago and Elmira, New 
York; in Los Angeles and in 
Wichita, Kansas; in Dallas and 
in Bryn Mawr, Pennsylvania;— 
The New Yorker blazes a direct 
path into the homes and the 
minds of the top of the new-car 
buying market. 

And this is exactly why motor car manufac- 
turers in all price classes will use more pages 
in The New Yorker in 1946—to help their 
dealers build a firm foundation of leadership 


sales for the future. 
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Finance Laws Stir 
State Legislatures 


By Bethune Jones 

Staff Correspondent 
With several state legislatures 
this year evidencing 
proposals to regulate installment 
sales financing, indications are that 
the issue will be raised increasing- 
ly in state capitals throughout the 
country as merchandise becomes 


more plentiful and federal wartime | 


curbs on consumer credit are eased 
out. 

Judging from past proposals and 
laws already enacted in 
states, a lack of 


probable in the measures which 


will be advocated. Some will seek | 


to control both interest rates 


charged and the form 


tract. 

Enforcement through licensing of 
finance companies and installment 
merchandisers will be sought in 


interest in| 


some | 
uniformity is| 


of condi- | 
tional sales contract. Others will be | 
confined to the form of the con- | 


some instances, while in others en- 

forcement without licensing will be 
| advocated. 

One of the most significant leg- 
isiative steps taken this year was 
the California legislature’s enact- 
ment of a bill to limit interest 
and carrying charges of the time- 
payment sales of new and used 
automobiles. While this particu- 
lar measure is designed only to 
wipe out alleged abuses in motor 
vehicle sales financing, similar 
bills affecting all retail install- 
ment sales have been proposed 
elsewhere. 

“The amount of the time-price 
differential in any conditional sale 
ceentract for the sale of a motor ve- 
hicle,” the new California law stip- 
ulutes, “shall not exceed one percent 
|of the unpaid balance multiplied by 
|the number of months, including 
|any excess fraction thereof as one 
|month, elapsing between the date 





Here’s a man you know—too well. The Japanese China- 


doll by his side is his wife. 


This is not the opening scene in a puppet show. 
You will notice there are no strings attached to either 
of them, especially to the little man with the glasses. 
He does not operate by pulled strings. Instead, he 
pulls the strings. Those strings are not visible either. 
When we say Hirohito pulls the strings there’s 
no tongue in our cheek. We’re banking on the 
words of a man who knows—a man who was there. 
His name is John Williams, a man who kept watch 
on the Japanese menace during years of newspaper 
work throughout the Pacific area. He was one of 
the men who helped organize a counter-Jap 


network in the Pacific. 


“The American people are being fooled about 
the real war role of Hirohito, ‘God’-emperor of 
Japan’’—and Williams doesn’t mince any words 


in telling why we're being fooled 


in his article, 


**Hirohito...Booby Trap For Americans,” 
appearing in the October issue of TRUE. 
Sound, timely articles like this one are a 


big reason why men read TRUE 


, The Man’s 


Magazine. It’s exciting, adventurous—so 
TRUE-ly adventurous that 750,000 fellows 


step up to their newsstands each 


month and 


plank down their 25¢ a copy. They like i: 
because it’s real—it’s true from front 


to back. 750,000 fellows will buy 


the October 


issue of TRUE. (A million in December). 
The December TRUE will carry more than 
70 pages—30,000 lines of advertising. 

40 men’s wear advertisers—25 liquor 
advertisers— more than 130 different 


advertisers spending nearly $300 


,000 are 


using TRUE this year. There’s nothing 


like TRUE—for you. 


of such contract and the due date 
of the last installment, or $25, 
whichever is the greater, provided 
that such contract may provide for 
interest on any delinquent install- 
ment from and after the date of de- 
linquency, and for reasonable col- 
lection costs and fees in the event 
of delinquency. 

“If the seller, except as the result 
of an accident and bona fide error 
in computation, shall violate any 
provision of this subsection, the 
conditional sale contract shall not 
be enforceable except by a _ pur- 
chaser for value, and the buyer 
may recover from the seller in a 
civil action three times the total 
amount paid on the contract bal- 
ance by the buyer to the seller or 
his assignee pursuant to the terms 
of such contract.” 


The California legislation varies 
from laws on the subject in In- 
diana, Maryland, Michigan and 
Wisconsin in that licensing is not 
included and a maximum time- 
price differential is prescribed. 

Under a bill introduced in the 
Ohio legislature this year, maxi- 
mum financing charges on retail in- 
stallment contracts would have 
been prescribed as follows: 

Twelve percent a year on the first 
$100 of the unpaid balance; 10 per- 


A/ lrae /AD-VENTURE 


Charley Jacobs, Advertising Manager of 
Klein’s Sporting Goods, Chicago, writes: 


The Mans Magazine 


FEDERAL TRUCK distributor plans quarter-million dollar truck service 
center at Los Angeles. Belmont SanChez (left), who-heads a recently estab- 
lished west coast car distributorship, is pointing out distinctive features of his 
new building now under construction to Carl Loud (right), factory sales man- 


ager, at Federal offices in Detroit. 


cent on the next $200 of unpaid bal- 
ance, and 7 percent on unpaid bal- 
ance in excess of $300. The pro- 
posal also would have prescribed 
the form of retail installment con- 
tract and set a scale for additional 
charges against delinquent pay- 
ments. A maximum fine of $1,000 


“You might be interested in knowing the results of our 
first advertising venture in TRUE. We ran a 92-line 
cd on Jungle Boots at $4.95 in your May issue; 
up to July 23, we have sold 220 pairs.” 
(Ed. addition: Klein’s 21-line ad in July had pulled 337 
requests for their 25-cent catalog by July 27! 


FAWCETT PUBLICATIONS, INC. 
295 Madison Avenue, New York 17, N. Y. 
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or a year’s imprisonment, or both, 
was proposed for each violation. 

A bill providing for the regi- 
stration of sales finance com- 
panies with the state banking 
department was introduced but 
not enacted in the 1945 Connecti- 
cut legislature. The measure 
would have permitted the bank- 
ing commissioner to investigate 
the business of any finance com- 
pany, and required publication of 
an annual sworn statement. 


Pennsylvania’s legislature this 
year set up a special committee to 
investigate alleged “unscrupulous 
and unconscionable practices” of 
some finance companies and _ in- 
stallment dealers. Pending its re- 
port to the next legislative session, 
this committee already has recom- 
mended that the state departments 
of revenue, insurance and banking 
draft specific regulations under ex- 
isting laws “in an effort to remedy 
some of the evils” immediately. 


Both the Pennsylvania legisla- 
tion, and a similar proposal intro- 
duced in the 1945 Delaware legis- 
lature, contended that action to 
eliminate sales financing abuses 
was particularly necessary now to 
protect returning servicemen, as 
well as the public generally. It was 
emphasized that action was not 
scught against the many companies 
operating ethically and legitimately 
in the sales finance field. 

With the indicated renewal of 
state legislative interest in install- 
ment sales regulation, some states 
may follow the action taken by the 
New York state legislature in 1941, 
when passage was given a series of 
bills intended to aid self-regulation 
by exerting compulsion or irre- 
sponsible dealers who ignore ethi- 
cal standards in installment mer- 
chandising. 

Recommended by a group repre- 
senting business and consumer in- 
terests as an alternative to more 
stringent regulation providing for 
licensing of all installment mer- 
chandisers, the New York laws set 
up provisions on contracts, repos- 
session, chattel mortgages, wage 
assignments, deficiency judgments, 
garnishments, guarantors, confes- 
sions of judgment, and insurance, 
in a way to enable installment sales 
interests to regulate themselves 
without governmental dictation. 

* * * 


Alters Jobless Law 


A special session of Ohio legis- 
lature enacted emergency legisla- 
tion Sept. 5 making increased un- 
employment compensation benefits 
retroactive to Aug. 15. A bill in- 
creasing maximum jobless benefits 
from $16 a week for 18 weeks to 
$21 for 22 weeks was enacted by 
the regular 1945 legislative session 
but the law wouldn’t have gone 
into effect until Oct. 21 had it not 
been for the emergency legisla- 
tion just enacted. 
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> Backshop 


Hot Dogfight 





“Partying” 





Jack’s Joker 





Jack Weed 





YOU read this week’s explo- | 


Ss 
A sion from your columnist — or 
‘nat have you — he will be going 
to school again, together with the 
ervice and sales promotional ex- 


~cutives of the factories — to learn 
what is new in dealer service 
romotion. 


Everyone in this industry is ter-| 
ribly conscious of the keen compe- | 


Mition that the dealer is going to 
face from independents, supers and 
il stations in the near postwar 
Beriod. Everything points to a 
merry dogfight in the scramble for 

e service dollar and, according 
~o my scouts in the hinterland, 
the fight is already on. 

Service volume has fallen off 
decidedly, due to the new-car an- 
nouncements and the layoff of so 

any thousands of flush war 
workers who got the gas to drive, 
not only to and from work, but 
® many and sundry beer parlors 
and recreation spots. 

Dealers must get busy right now 
‘nd go after this service business 
for their shops or they may experi- 

ce a cavity in the midriff of 
cnecir bank accounts during 
next three or four months. No one 
holds out much’ encouragement 
‘that the strike situation is going 


to be dropped out of the automo- | 


ve reconversion picture for some 

time. With no cars to sell and 
service volume sliding down hill, 
he old service followup files must 
be gotten out, dusted off and put 
back to work doggone pronto. 


DEEN “PARTYING” quite regu- 
larly lately. Seems that in addi- 
“ion to conventions, quite a few 
veople are beginning to get proud 
the new things they have to 
sell and want guys like me who 
alk about the things they see 
» come and get an eyefull. I 
usually am able to do quite wel! 
the “inner man” at these affairs 
fue to the enticements that are 
offered to get busy newspapermen 
put. 
At one of these parties held by 
the Los Angeles Daily News to 
how us a film entitled, “The Fabu- 
1ous Forty Miles,” I was talking to 
Jack Davis, the dynamic sales- 
@.anager of Ford, and out came a 
story which I think you will ap- 
preciate as much as I did. I had 
1entioned that it was getting to 
be quite a habit for him and me 
meet at newspaper parties and 





-ecalled the talk which we had 
had at the Portland Oregonici 
arty just before he had _ been 
wrought in to head home office 


sales for the second time. 

» At the time of this Oregonian 
party, a little over two years ago. 
the war was on in earnest and 
cotch was getting awfully scarce 
Jack, who at that time was West 
oast manager and living in Los 
ngeles, had finished his talks at 
the factory and was starting back 





ome on the afternoon train, but 
(See BACKSHOP, Page 31, Col. 1) 
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and Lubricating America’s BURIAL) essential Motor Vehicles 


New Emphasis Is Neede 


Ignored Market 
In Accessories 
Shown in Survey 


S828 Million Potential 
In Oil Filters Is 


Uncovered in Poll 


DETROIT.— Thousands of 
automotive dealers are so in- 
terested in the advent of new 
cars that they are overlook- 
ing many opportunities to 
make good profits from. their 
service department contacts. 

This is particularly indicated in 
;}a recent survey made by the Fram 
Corp., which shows that a possible 
market for $84,500,000 worth of oil 


filters is wide open to the dealers | 


who will put some selling effort 
| behind the sale of oil filters. 
Only 12,325,704 cars out of the 
24,651,408 cars now in operation 
are equipped with oil filters of 
any type and, if every non- 
equipped car was a prospect for 
an oil filter, it would result in 
the $84 million market indicated. 
However, every one in the busi- 
ness knows that among the 
equipped cars there are thousands 


|that are in reality junkers or so} 


/near to the automotive graveyard 


|that they cannot be considered as | 


|a prospect for an item that calls 
|for the expenditure of money and 
|}is not absolutely essential to make 
}it run. 

| Supposing, 
one-third of 
cars could be sold 
{no reason why they 
idealers with their salesmanship 
should start pushing oil filter sales 


however, that only 


these 


'ket for some $28,166,000 worth 
filters alone. 

if every one of the 32,000 deal- 
ers was pushing filter sales and 
this market was sold, it would 
mean that on filter sales the 
average dealer would increase 
the business he is now doing 
by over a thousand dollars 
8319 on filters and approximate- 
Iy 8250 on oil changes, or $1,069 
extra sales. 

In addition to this he would find 
that 5& percent of the cars his 
salesmen tested would have dirty 
oil and that the average car 
needed 1.9 quarts of oil, whether 
the oil was dirty or not or if the 


car was equipped with a filter or | 


not. In addition, 3.8 percent of all 


(Continued on Page 33, Col. 1) 


Booths Filled 
For Both Parleys 


Of the MEWA 


CHICAGO. The Motor and 
Equipment Wholesalers Assn. an 
nounced last week that all avail- 


booth space at thi 
reconversion 


able conference 


issociation’s regional 


conferences at Chicago Nov. 6, 7 
and & and at New York Dec. 3, 4 
and 5 was so!d out in the record 
time of 19 days after mailing of 
contract and reservation forms. 
“This result according to th 
association, “is the best possibik 
evidence that manufacturers wel 
come tl meetings for the oppor 
tunity they give them to discuss 
postwar plans and related matters 
Wwitn wholesalers.” 

It is also said that indication 
point to an _ exceptionally large 
ttendancs both Chicago and 
Ne Ww York 

The Chicago conference will be 
held at the Stevens hotel with open 
area conference booths in the ex 
hibition hall. The New York con- 
ference will take place at the New 


Yorker hotel 


non- | 


non-equipped | 
and there is} 
couldn't if | 


it would show a potential mar- | 
of | 





Be Vocal---And Help! 


Parts manufacturers and service shops are beginning to 
wonder when the multitude of strikes, now sorely affect- 
ing the maintenance of our on-rubber transportation, is 
going to cease and critical replacements start wending 
their way to the hinterlands. 

Many do understand the hasic point of the controversy 
at the present time, but for the benefit of those who may 
feel inclined to criticize the manufacturers for not making 
concessions to labor, it is well for them to keep in mind 
the point that is never discussed in the reporting of all 
labor-manufaciurer controversies in the daily press. 

The basic issue at hand is not so much if labor is en- 
titled to get more money for shorter hours, but is it right 
to put a ceiling or the price of the manufacturers’ product 
“without holeing ihe line” on the costs of the labor and 
materials that go into its production? 

Basically the unions are asking the manufacturers to 
pay increased wages—increased costs of the product—out 
of the financial reserves that have been set aside for re- 
conversion, rehabilitation of plant and the development of 
new postwar products. 

It is reasonable to assume that, if the manufacturer 
could adjust nis selling price to compensate for the in- 
creased cost, arbitration of wages could begin and the 
controversy settled quickly. 

But when the manufacturer must take the increased 
cost of manufacturing the product either out of his re- 
serve or out of the discounts he gives the distributor and 
the service shops, he cannot be blamed for not being too 
anxious to give in without putting up as good a fight as he 
is able under our present system. 

You can heip in Washington by being vocal—because it 
is in Washington where the basic controversy must be 
settled. 


| The 3 R’s: Rod, Rate, RPM 


School Days Correct Repair Daze as Nash 
Trains Service and Parts Men 





MILWAUKEE. Nash Motors throughout the service school are 
has opened a new parts and service | directed. The tower serves as a 
training school at its central parts customer information center and 


as a shop production control sys- 
tem, controlling shop traffic to 
avoid time wasted in getting cars 
and replacement parts to mechan- 
ics. 


Nash 


and service plant here. 

The opening series of courses 
lasting five weeks is being attended 
by more than 150 service and parts 
depot managers and service-parts 
representatives from 28 zones in 
the United States. Canadian repre- 
sentatives will receive instruction 
during the fifth week. 

Service managers and represent- 


suppliers have installed 


compiete displays of the most mod- 
tir 


(Cor ned on Page 86. Col. 4) 


atives are given highly individu- 
alized training as each class is 
limited to four to five men. This 


necessitated an increased number 
of instructors, according to H. A 
Lotz, parts and service manage! 
and director of the Nash school. 
The school is equipped to handle 
all shop operations of a dealership 
preparing the way for servicing tht 
1946 Nash cars on which more than 
i100 engineering and design chang 


have been made. A prime feature 
is a program of service analysi 
whereby service managers are told 


how to study and engineer individ 
for 


| handle. 


| which 
;war days. 





. 


Automotive Service 


A regular Monthly Section for the Dealers, Jobbers and Maintenance Men who are Naat) ae 


On Customer Follow-Up 


~<e 


Service Selling 
Essential Now 


Simplified Systems 
Put Spotlight on 
Shop Bottlenecks 


DETROIT. One of the 
biggest jobs facing most deal- 
ers in preparing their organi- 
zation for postwar business 
is the establishing of cus- 
tomer controls in their service 
shops, according to those authori- 
ties who have been giving this 


|nroblem considerable study. 


During the war years, most deal- 
ers had more service coming to 
them than they could adequately 
In some _ instances, this 
very flush business condition has 
brought about a loss of goodwill 
the dealer enjoyed in pre- 
In most shops dealers 
have not been forced to seek serv- 
:ee customers, but on the contrary 
have had to turn away good cus- 
tomers. 

But now, even with new cars 
still in the unpredictable future, 
service volume has fallen off 
generally and dealers are faced 
with the problem of again invit- 
ing customers to come to. the 
shop. As we get further along in 
postwar this need for energetic 
service selling no doubt will be- 
come more acute, due to the in- 


crease in competition for the 
service dollar. 

Dealers, with their eyes on the 
long-range business outlook, are 
already shaping their plans and 


business plants to energetically go 
after a larger service volume and 
build up customer following. They 
ire not worried about their ability 
to sell cars for the next one or two 
vears, but are looking ahead into 
the future when ear sales. will 
again become highly competitive 
and long trades will come _ into 
the picture. 

These dealers, as well as car 
factory executives, know that in 
this coming highly competitive era 
the dealer must depend upon serv- 
ice shop revenue to a considerable 
extent if he is going to be able 
to maintain a_ satisfactory profit 
ratio. These dealers also. realize 
that one good insurance against 


(Continued on Page 32, Col. 1) 





ual service operations maxi 

mum efficiency. 
Nash Motor’s large technical 

service laboratory has been divided 

into %O sections which serve 

course classrooms for the study of 

the cars in successive stages of 

assembly and modern servicing 

methods BUILDINGS AND FAVOR TS of new Nash dealerships are explained by a 
The model service school is under) Nash specialist at the new service training school opened by the company at 

its Milwaukee parts and service plant. Groups of three to four men attended 


supervision of a dispatcher’s con- 


trol tower from which all activities | jn a five-week period 


each two-hour class, providing individualized training. 


More than 150 will attend 
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Moreland Named Brake Builders Aroused : 


1 : 
Sales Manager of Want to Decrease Accidents and Deter “ 


Pesco Products Radical Restrictive Measures z | 
CLEVELAND.—Ed 8. Moreland 


xpansion igh- * 
last weck was named general sales gy vines coy Fg Bi " 
manager of Pesco Products Co., tion caused by such a restrictive ied 
here, N. M. Forsythe, vice-presi- legislation would seriously retard 
dent, announced. postwar economic development. Re- 

Forsythe al- porting on the results of recent 
so announced the 
appointment of 


surveys, Doyle stated it had been a] 
Al E. Wilson, for- 




































NEW YORK. — Heeding the 
startling increase in motor vehicle 
accidents, particularly those result- 
ing from avoidable mechanical 
failure, the initial plans for active 
participation in organized accident- 
prevention campaigns were ap- 
proved by the Brake Lining Manu- 
facturers’ Assn. at its annual meet- 
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conclusively shown that braking 
systems on over 20 percent of all 




































merly of White ing held here last week. passenger cars in current use were © | 
Motor Co., as as- A feature of the meeting was an|in immediate need of repairs andgid 
sistant sales address by Norman Lamon, execu- | adjustments. an 
manager, auto- tive vice - president, Automotive In support of the urgent need fa 
motive division. - 


Ray G. Holt Safety Foundation, who declared 
‘canine + aan . that an effective means of curbing 
the postin "at highway and traf accidents mur 
e found. su e sate 
Forsythe research engineer| pEDICATED TO the development of improved oil filtration, this modern oll preventive measures are not taken 
to field represent- | piter laboratory has been completed by Fram Corp. at Providence, R. I. Work- | promptly, Damon warned, the en- 
ative. ing with complete equipment, Fram engineers and chemists carry on research, |tire automotive industry faces an 
C. M. Smith, formerly of Higgins | and automotive and other engineers pursue their own special filtration problems. | imminent wave of radical statutory 
and Curtiss Wright, was also restrictions on motor vehicle usage 
named as a field representative.| New York Speed Law Stays | #4 the subject had been discussed at | by both state and the federal gov- 
ee URICA, Nx wcll. Pletcher, |=, menting of th War Brantporation | ernments, 
‘ie sold. Thanks ‘ million, wit ‘use Four [no likelihood ‘thet, the wartime ‘apeed | there were that It would be advisable | .q/Omes ,Dov'e Bresident, point 


d out that since American prog- 

service again if necessary.""—L. G.|limit of 35 miles per hour will be re- |to continue the Hmit for the sake of ° 
Steiner, Pandora Garage, Pandora, Ohio. |laxed in the state for some time. He ‘safety. ress has depended so vitally upon 
rr ee 


&% 9 HIS billboard poster on the highways from 
hat & coast-to-coast is delivering better than 

50 million messages per day . . . telling motorists 

to see their Texaco Dealers to prolong car life. 


& 
{ el] 9 )? 9 And — Texaco advertising in the leading maga- 
1] i i e I , ; S zines, plus the popular, nation-wide Texaco Star 
Theatre radio program, constantly promotes a 


great line-up of Texaco Dealer Services and 
Products. 


for an organized safety effort, 





Doyle cited the disclosures from 
a nationwide survey conducted 
by the American Automobile 
Assn. in cooperation with the 


New York Times. According to x 
3 
8 





those findings, the prevalence of 
faulty brakes on 23 percent of 
all cars is only exceeded in seri- 
ousness by the acute need for 
new tires, which was reported 
on 71 percent. Surprising, though 
of less import, was the reported 
need for clutch repairs on 22 
percent of all cars checked. 


Official announcement was made e 
by the executive committee of the 
appointment of T. E. Allen as the™ ~ 
director of the BLMA to head up ~ 
the activities of the group of 21a 
major companies. Allen assumes 
his new duties after having com- 
pleted 17 years as an executive 
with the national headquarters of =| 
the American Automobile Assn. at. | 
Washington. In the greater part@r= 
of that time he served as execu- ~ 
tive secretary of the contest board 
headed by Capt. Eddie Ricken- * 
backer. & 


At the conclusion of the busines 
session, the following association 
officers were elected to serve for 
the ensuing year: James S. Doyle, =a 
Johns- Manville Corp., president; 
Cc. Q. Smith, American Brakeblok 
division, first vice-president; W. E: 
Harvey, Thermoid Co., second vice- 
president; V. A. Spina, Scandinavia 
Belting Co., treasurer; Miss H. G. 
Duschek, secretary. 


Executive committee members@=a™ 

elected were H. C. Berkeley, Inland 
Mfg. division of General Motors; 
J. G. Brown, Grizzly Mfg. Co.; R. 
B. Davis, Raybestos division; F. A. 
Miller, United States Asbestos 
division, and A. P. Smith, Russell 
Mfg. Co. 


Three-Day Meeting Held 


For Basca Salesmen 
INDIANAPOLIS.—Merit division 
of the Basca Mfg. Co., Inc. of 
Indianapolis, makers of exhaus 
systems, staged a three-day meet- 
ing of the entire sales organization 
here from Sept. 6 to 8 Group@r-q 
meetings as well as individual con- 
ferences with key factory offi-g 
cials were held. 
i 5 The meetings held detailed dis- 
Se ) cussions of products, postwar pol-@j<4 


fs icies and future sales and mer- 
Everywhere 
\ 


That is why we say, Texaco Dealers will be 
busy in the days ahead. 


THE TEXAS COMPANY 


Business. 
to Save Cars 
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chandising plans. 





Wichita, Kansas 
Market Is Stabilizi 


War expanded plants are con- 
Pee ee verting, now producing and sell- 
assneee® ing peace-time products. There 
asseeee® are more jobs than available 

arate workers. 





And The Eagle Is Still 
Wichita’s First Paper 


Several thousand more able-to- 
buy Wichita families buy the 
Eagle, paying 25c weekly to read 
it, although the second paper is 
offered for only 15c. 








Right now, complete, current facts 
about Wichita and its newspa- 
pers are available. Ask for them 

they'll help you plan a 


A Great Line-up for Texaco Dealers . productive campaign. 
FIRE-CHIEF ona ShyChief GASOLINES - TEXACO and HAVOLINE MOTOR OILS WICHITA -MORNING 


MARFAK CHASSIS LUBRICATION - REGISTERED REST ROOMS - ALL NIGHT SERVICE YEE Pdrbek bb, 


WICHITA. KANSAS 
O'Mara & Ormsbee. National Reprs. ‘ — 
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Gabriel Eyes Boom 


Cleveland Firm Plans to Double Production; 
Will Make Heater Thermostats 


AUTOMOTIVE NEWS, OCTOBER 8, 1945 






CLEVELAND.—Gabriel Co., man- | $5,304,000 in 1944. It is expected that 
ufacturers of automobile shock ab-| 1945 net sales will hit $6,000,000,” 
sorbers, announced last week plans] Klein said. 


to start production of heater therm- 
ostats, a new line for the firm. 


L. W. Klein, executive vice-presi- 
dent, said that the company’s vol- 
ume output has increased 10 times 
since 1941, and present expansion 
plans call for double the present 
production. 

In line with expansion plans, 
the firm has recently purchased 
$250,000 worth of new equipment 
and intends to buy an equal 
amount in the near future, ac- 
cording to Klein. 


Among other recent purchases by 
the company, is a 20-acre plot in 
Euclid, facing Babbit road. Plans 
call for the construction of a $750,- 
000 building on this site, as soon 
as conditions permit. 


“Net sales of Gabriel have in- 
creased from $346,000 in 1940 to 


1946 Conclave 
Set by Auto 


Electric Assn. 


DETROIT. — Plans have been 
made by the Automotive Electric 
Assn. for the holding of its annual 
manufacturers-distributors confer- 
ence and membership meeting at 
the Edgewater Beach hotel in Chi- 
cago. 


The meeting will start on Mar. 3, 
1946, and continue through the bal- 
ance of the week. It will provide 
an opportunity for the manufac- 
turers and distributors, through 
meetings and individual confer- 
ences, to discuss plans and matters 
of mutual interest, particularly as 
they relate to the postwar period. 


Maremont Shifts 
4 on Sales Staff 


CHICAGO. — Maremont Automo- 
tive Products of Chicago last week 
announced four changes in its sales 
staff, according to C. A. Klaus, di- 
rector of sales. The changes are: 

Kenneth James, now assigned to 
the territory covering northern half 
of Illinois, Wisconsin and upper 
Michigan; Joe Brownell, trans- 
ferred to Ohio, W. Virginia, north- 
ern Kentucky and southeastern In- 
diana territory. 

Tom Roach, appointed district 
representative with headquarters in 
Detroit; Kenneth Maxwell, now dis- 
trict manager of Missouri, Iowa, 
southern Illinois, and southern In- 
diana territory. 


Lempco to Export 
Manbee Equipment 


CLEVELAND.—Dorothy Kimmel, 
managing director of Lempco-In- 
ternational, exporters who repre- 
sent several leading United States 
manufacturers, announces that 
Manbee wheel checking, aligning 
and balancing equipment will be 
distributed through them to all 
countries outside the United States, 
except Canada. 


Out of Taxi Plates 


SYRACUSE, N. Y.—Returning war 
veterans are booming the taxicab busi- 
ness. So many persons have applied for 
permits to operate taxi companies that 
the supply of plates has been ex- 
hausted, City Clerk Edward R. Apps 
reported. 


SPEN TRAILER 








n to dealers on 
this all new Steel atility Trailer. New 
Tires. Splendid Profit. 
RETAILS AT $159.50, Plus Tax. 
For further details write 
Michael Parmet, Sales Manager 


HENRY SPEN & CO. 


Protected Territory 0 


341 1ST AVE. NEW YORK, N. Y. 


Originally founded by Claude 
H. Foster, a trumpet player, the 
firm made “Gabriel Musical Auto 
Horns.” The horns were popular 
and the company thrived with 
that line until 1909. That year, 
Foster invented a shock absorber 
that made him a multi-million- 
aire. 

In 1923, he paid an income tax 
of $838,000, the highest individual 
income tax in Ohio. Foster report- 
edly divided the profits with his 
employes, and in 1925 he sold the 
company for $5,000,000. It was said 
that he might have received twice 
that price, but he “didn’t want any 
more.” 

The company bought out Inter- 
national Metal Hose Co. in 1943, 
which now turns out 20 percent of 
the total volume of business for 
the firm. Gabriel is headed by John 
Briggs, who has been largely re- 
sponsible for the growth of the 
company since 1940. 
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25 
Canada Starts 
Easing Ceilings 
On Auto Parts 
MONTREAL. — The Wartime 


” | Prices and Trade board has already 


EMPLOYES OF Felix Chevrolet Co., Los pageles, celebrate the largest month 


in its history. Customer labor sales were $27, 
service manager, and John Loftus, manager 
ose pictured above. 


Claude Craig, owner; Kob Crigler 
of parts department, are among th 


Jones-Dabney Wins 
Army-Navy E 

LOUISVILLE. — The Army-Navy 
E award was presented last week 
to Jones-Dabney Co., division of 
Devoe & Raynolds, according to an 
announcement by William C. Dab- 
ney, president. 

The ceremonies were held on the 
grounds of the company’s plant 
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and parts sales were $46,108 


here. The Army was represented by 
Lt. Col. George M. Enos, and the 
Navy by Lt. G. G. Schutzendorf. 


Walker-Turner Expands 


PLAINFIELD, N. J.—Walker-Turner 
Co., Inc., here, manufacturers of metal- 
working and wood-working machine 
tools, have broken ground for an addi- 
tion to plant No. 2. The new construc- 
tion will add 75,000 square feet to the 
floor space of this plant and will cost 
$300,000. 


started the process of relaxing 
prices, but will for some time re- 
tain retail price ceilings. 

In the auto industry an amend- 
ment to Order 414 has for the past 
two months permitted manufac- 
turers of component parts to nego- 
tiate their own prices with the 
auto manufacturer, who in selling 
to the distributor is allowed sim- 
ilar privileges. 

Only on the retail price of cars 
and trucks does the ceiling remain. 

It was felt impossible for the 
board to make revisions over some 
14,000 parts which enter into the 
making of a motor car, and the 
process of “decontrol” was extend- 
ed a few days ago when auto 
makers were allowed to select their 
own distribution channels. 


‘‘As a result of our ad in Automotive News, 
the Rolls-Royce was sold. I might add 
that we received 12 other inquiries about 
this car. Five of these from states other 
than North Carolina and seven from this 
state.’’ Thos. L. Black, manager, Pine- 
hurst Garage Company, Inc. (Chevrolet), 
Pinehurst, N. C. 


“Ohe Lincoln Masterluber presents a striking 
combination of utility, showmanship, compactness and simplicity of 


installation. It is especially built for installation between two lifts 
or alongside of a single lift. Modern in design and beautiful in 
appearance the Model 3664 provides two chassis, two gear lubricant 


outlets, and one air outlet. All outlet hoses are carried on automatic 


ae 


LINCOLN 


eras |S OO gy TE EO a | 





air operated retracting Lubreels. It includes a single cylinder Lubri- 
gun for chassis and two gear lubricant dispensers. Lubricants are 
- dispensed direct from 100-Ib. original refinery drums housed in the 
cabinet. Easy to read gear lubricant meters are mounted above the 
Lubreels at the center of the cabinet. Simple to install, the Master- 
luber requires only an air line to place it in operation. 


A Lincoln Masterluber will help build profitable lubrication busi- 
- ness and enable you to turn out better jobs in less time. 
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Dealer 


Westbrook-Smith Dealership 


Formed in East Point, Ga. 


Organization of the Westbrook 
Smith Motor Co. at 228 N. Main St 
East Point, Ga., has been an 
nounced. It will handle Dodge and | 
Plymouth automobiles and Dodge 
trucks. 

The new company is owned by | 
Joe Westbrook and W. Ches Smith | 
jr. Westbrook was a Georgia Tech | 
football star on the teams of 1927, 
1928 and 1929 and played in the 
Rose Bowl. He is a native of Ac 
worth, Ga. Smith, native of Atlanta 
has been in the automobile business 
since 1922 and formerly operated a 
dealership in Chattanooga, Tenn 


Winslow Appointed Dealer 
In Chicago by Pontiac 

William Winslow has resigned as 
Chicago zone manager for Pontiacs 
to open a Pontiac dealership unde: 
the name of Community Motors iat 
2500 S. Michigan Ave. 

Winslow was connected with the 
Cadillac branch in Chicago in 192% 
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Doings 


and 1929. Before becoming cone | 
manager in Chicago he held Pon- 
tiac zone manager posts in Pontiac 
and St. Louis. E. W. Norman, his | 
suecessor, comes to Chicago from 
Boston, where he served as Pontiac | 
zone manager. 


Walker Back in Harness: 
Dean of Detroit Dealers 


Tom Walker, dean of Detroit | 
dealers, has returned to active busi- | 
ness as supervisor with Gil Schaefer 
of the complete modernization of 
Walker Motors, Ine. (Hudson), | 
Highland Park, Mich. | 

Walker's automotive career be- | 


|gan in the motor city in 1901. He | 


was at one time president of the | 
Detroit Auto Dealers Assn. 


Vew Franchise Assigned 

By Chrysler in Cleveland 
Chrysler Corp. has announced 

appointment of High Level Motors 

Inec., 1437 W. 25th St., as authorized 

Chrysler-Plymouth dealers. 
Officers of the new concern are 


|of New 


ATIMAAEOAVMTIt ren 2 03---- 


Arthur B. McBride, president; Dan- 
iel Sherby, treasurer, and William 
A. Snyder, general manager. Jack 
Sivik, veteran ser expert, will 
be service manager. 

The concern opened last week 
A new display room building, plans 
for which have been completed, is 
expected to be ready by spring. 


Studebaker Firm Formed 


By Bells in Americus, Ga. 
3ell Motor Co. 
ized in Americus, 


has been 
Ga., to 


organ- 
handle 


| Studebaker cars and trucks. Buddy 


Bell and Red Bell will operate thi 
business. 

To house the motor company, a 
building will be erected at the 
corner of Forsyth and Dudley Sts 


N. M. Dealers to Spend 


$100,000 on Buildings 


The Southwest Motor Co. is to 
build a new $35,000 structure on 
the corner of Third and Marquette 
Sts., Albuquerque, N. M. Nash sales 
and service will be handled for 
Albuquerque and Nash sales for all 
Mexico north of Albu- 
Officers of the company 
L. Moulton, president; Dick 
vice-president and general 


querque. 
are E. 
Baird, 
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manager, and Herman Baird, treas- 
urer. The Holridge Motor Co 
(Plymouth-De Soto) building is to 
be constructed at a cost of about 
340,000 on E. Central Ave. 

Oden Motor Co. 
rolet--GMC) has announced the 
building of two large super service 
stations for its Albuquerque Oil 
and Gasoline Co. in Albuquerque, 
N. M. A $14,000 structure on W. 


Central is to be devoted mainly to | 


truck service, while a $10,000 sta- 
tion at E. Central and Carlisle is 
for general automotive — service. 
Both should be completed by the 
first of the year. 


Joe Fisher Buys Building 


In Portland, Ore. 

The largest automotive 
building in Portland, Ore., and 
originally built for Howard Auto 
Co., occupying an entire block on 
the north side of W. Burnside St. 
between 13th and 14th Aves., has 
been purchased by Joe _ Fisher, 
Oregon, Ltd. (Dodge - Plymouth), 
for a reported price of $350,000. 

Fisher has been identified with 
Dodge autos for the past 25 years. 
He expects to expend an additional 
$150,000 on the quarters in mod- 
ernizing the building into one of 


type 
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“All-Glass” Sealed Beam Headlamp maintains 99% of its original 


light output right up to the end of lamp life. 
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|the most modern and complete 
automotive centers on the Coast. 
Work will be completed early in 
1946. Lee Cosart of Detroit be 

, associated with Fisher recently. 


Farsighted Six 


St. Louis Dealers List 


Improvements 

Six Chrysler dealers in St. Louis 
are working on extensive expansion 
and improvement plans to be ready 
for the anticipated increase in 
business when the new cars are 
ready. 

Joe Lennemann, Ince., plans to 
| erect a new building, 70 by 150 feet 

Pardue Motors will start con- 
struction of a new building soon. 

Parkside Motors has redecorated 
its building and will soon have a 
horizontal outside sign. 

Another new building will be a 
70 by 125 feet addition for Ost and 
Swetnam. 

Additional space for its parts de- 
partment is being planned by Se- 
curity Motors, which has redeco- 
rated the interior and exterior of 
its building. 

E. R. Shade Motors, Inc., has en- 
larged the service department. 


Newman Bros. Expands 

Newman Bros. (Chrysler), of 
Springfield, Ill, is occupying its 
|new service department which pro- 
| vides additional space. Two twin 
| hoists have been installed and the 
| parts room enlarged. It intends to 
j}inerease its service staff to six 
|men as soon as such workers are 
/more easily obtained. 


Shelton Takes New Home 

S. G. Shelton (Nash), Blytheville, 
Ark., has moved his dealership into 
a new building. 


Davis Joins Frost 
M. E. Davis has joined the staff 
of Frost Motors (Ford), Atlanta, 
Ga., as saies manager, Jack Frost, 
owner, announces. 


Pontiac Dealer 


C. C. Currie, former Pontiac zone 
manager, has opened Currie Pon- 
tiac Co. in Detroit. 


Announcement was made last 
week that J. D. Clark has become 
i firm member of Montezuma Mo- 
or Co. (Ford) at Montezuma, Ga. 


Swarts Buick Corp., new dealer- 
hip in South Buffalo, N. Y., is now 
n full operation at 2230 S. Park 
\ve. Clair Swarts is president and 
encral manager. 


Loring Motors (Chrysler), of 
Salem, Mass., announces that it has 
signed a contract to purchase a 
building 


Carl Emge has been appointed 
seneral sales manager of Haley’s, 
Inc. (Packard), Washington, D. C. 
He has been associated with deal- 
ers there for the last 19 years. 


Maj. Judson B. Smith has joined 
the Carolina-Willys Co., Inc., Col- 
umbia, S. C., as treasurer and gen- 
eral manager. Maj. Smith had, be- 
fore entering the service in 1942, 
been connected with General Mo- 
tors Acceptance Corp. in Raleigh 
and Charlotte, N. C. 
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,  They’re Weather-Proof 


Shock Absorbers Made by Monroe Aute Resist 
Even Sub-Zero Weather in Tests 


MONROE, Mich. — Motor vehicle 
Ma bsorbers built in the hottest sum- 
mer weather now will operate at 
yeak efficiency on the _ coldest 
Svinter days — even in arctic re- 
zions where the temperature stays 

‘ar below zero for months at a 
"time. 

This has been made possible by 

ar-born advances in_ industrial 
mechanical refrigeration which will 
ave widespread application in giv- 
g America a better “peacetime 
ride” in its new automobiles, 
rucks, buses, and on its farm 
ractors. 

How it has been accomplished 
n the plant of the Monroe Auto 
Equipment Co. here, producer of 
ydraulic shock absorbing devices, 
revealed by the Refrigeration 
Equipment Manufacturers Assn. 
ollowing a survey of new uses of 
Tefrigeration in “producing for 
peace.” 

Cold tests in recently installed 
equipment in the Monroe plant 
cover the company’s entire range 
of hydraulic shock absorbers, 
now being manufactured at the 
rate of more than 10,000 a day 
for all types of transportation 
equipment. Temperatures as low 
as 120 degrees below zero and 
controlled to a fraction of a de- 
gree are employed. 

By determining the degree of 
stiffness of the shock absorber fluid 
in various low temperature ranges 
And then by testing on dynamome- 
ters the resistance of the shock 
absorber valves, a “happy medium” 
's reached so that the shock ab- 
sorbers will operate equally well 
nder all climatic conditions. 

It is explained by Monroe officials 
that the fluid in the shock absorb- 
rs becomes stiffer as the tempera- 
ture drops, and the action of the 
shock absorbers thus is retarded 
nless compensated for by proper 
regulation of the valves. 

Equipment for the tests was in- 
talled during the production by 
Monroe of heavy duty hydraulic 
hock absorbers for tanks, jeeps, 
rucks and other wartime equip- 
ment, much of it designed for 
mperation either in extremely cold 
or extremely hot regions. The same 
equipment now is used for civilian 

roduction. 

A simple twist of a knob now 
gives any desired temperature 
own to 120 degrees below zero 
Fahrenheit. 

Not only is this equipment used 
for testing the two-way hydraulic 
shock absorbers used on passen- 
ger cars, trucks and buses, but it 
played an important part in the 
development by Monroe of hy- 
draulic easy-ride seats for both 
trucks and tractors. The truck 
and tractor seats employ a com- 










acobs Producing 
All Prewar Parts 


DETROIT.—Plants of the F. L. 
acobs Co. are now in production 
on all parts and accessories for 
he auto industry which were made 
prior to the war, Rex C. Jacobs, 
president, has announced. 

“Our output while still low in 
comparison with prewar or with 
nlant capacity, nevertheless is gain- 
ang in volume each day,” Jacobs 
said. 





Crosley Sees New Car 


® On Market in Jan. 

Powell Crosley jr., head of 
Crosley Motors Inc., expressed 
the opinion last week that the 
production of the new Crosley 

~ automobile will be under way 
in December and ready for the 
market in January. Previously, 
he said he had set a goal of 
125 a day, but this will not be 
reached at outset, he empha- 
sized. 

He reported that negotiations 
continued for an assembly plant 
and he was hopeful that such a 
site was available here. Motors 
will be manufactured at the 


*” Spring Grove Ave. and Alfred 


St. plant. 





Read Jack Weed's Backshop for some 
bighlights in the service field. 


\ 
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bination of hydraulic shock ab- 
sorber and coil spring. 

Another war- developed applica- 
tion of mechanical refrigeration is 
proving its usefulness as the auto 
industry prepares to swing into 
mass production. This is the chill- 
ing and shrink-fitting of valve in- 
serts in cylinder blocks and wrist 
pin bushings for pistons. 

Mechanical cold cabinets with 
automatic feeding systems are in 
use near production lines in major 
auto plants. 








wars 





AIRPLANE VIEW of new plant in Hillsdale, Mich., just purchased by the 
Monroe Auto Equipment Co., Monroe, Mich. Containing 200,000 square feet of 
floor space, it will be used tor the production of the company’s new hydraulic 
easy-ride truck seats, and for the compounding and molding of rubber and syn- 
thetics. More than $250,000 in equipment for the latter activity will be installed. 
It is expected that the plant will be in operation before the end of the year. 





400 Dealers 
Attend Surplus 
Sale in Ark. 


LITTLE ROCK, Ark. -About 400 
dealers from 12 states attended a 
sale of surplus army trucks at 
Camp Robinson last week. 

Pick - ups, reconnaissance cars, 
stake body trucks and dump trucks 
were included from Camps Chaffee 
and Robinson in Arkansas and 
Camp Gruber, Okla. 

W. D. Christian, district property 
officer for the department of Com- 
merce, was in charge, and sales 
totaled between $90,000 and $100,000. 
Most of the vehicles were sold at 
ceiling prices. 





96 PAGES OF INFORMATION ON WAR-FAMOUS TRANSPARENT PLASTIC 


|. Optical Considerations 
ll. Light Control and Light Piping 
Ill. Fabricating Considerations 


IV. Molded Parts 





PLEXIGLAs. 


Only Rohm & Haas makes PLEXIGLAS 


PLexicias is a trade-mark, Reg. 1. 5. Pat. Off. 


® This new Design Manual, just printed, is packed 
with practical suggestions for using PLEXIGLAS to 
best advantage. Whether you are planning a radiator 
ornament or an edge-lighted dial, a steering wheel 
medallion or decorative trim, you will find helpful 
advice, illustrated by more than 35 special diagrams 
and pictures. Tables give complete data on optical. 
mechanical, chemical and thermal properties of 


For your free copy of the Design Manual, tele- 
phone or write our Detroit representative, W. E. 
Biggers—619 Fisher Building— Madison 1500. 


ROHM & HAAS COMPANY 


Manufacturers of Chemicals including Plastics . . . Synthetic Insecticides . 


WASHINGTON SOUARE, PHILADELPULA, PA. 


Fungicides .. . Enzymes . . 
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Prepares 


Big Training Program Launched to Fill 
Gap in Mechanic Ranks 


DETROIT. Faced with the 
necessity of training thousands of 
mechanics in Packard methods, 
Packard Motor has launched a 
broad service training program. 

During the war, Packard deal- 
ers are reported to have lost 
about half their mechanics. Now, 
with Packard planning produc- 
tion at double the prewar rate, 
the need of training and retrain- 
ing mechanics becomes increas- 
ingly pressing. 

First step in the program, which 
is under the direction of K. M. 
Greiner, parts and service manager, 
is the training of zone service men 
as school instructors on each sub- 
ject. 

This instruction will include 
both information on the unit to 
be covered as well as methods of 
conducting the schools. These zone 
instructors will conduct schools at 
dealers’ places in their area. In a 
few cases of nearby dealers one 
school will serve two or three 


dealers. 

The schools will be small 
groups in which every one takes 
part. They will be practical and 
teach the principles of operation 
involved in each unit followed by 
actual methods of making repairs 
and adjustments with the latest 
precision and time-saving tools. 
The teaching of service methods 
will be done by demonstration 
and by having the students per- 
form each operation under the 
instructor’s supervision. 


Four or five schools per year 
will be held from September 
through May. These will cover the 
new model car, piston rings, car- 
buretors, engine tune, transmission, 
and overdrive, electromatic clutch, 
etc. 

Packard inaugurated its new 
program with the Packard Perfect 
Circle piston ring school. Twenty- 
five zone parts and service man- 
agers and _ representatives were 
called in first to introduce the 


PACKARD STARTS its new service trainin 


program with the Packard Per- 


fect Circle piston-ring school. Parts and service rt and representatives 


were called in first to introduce the methods to be use 


new program. 


methods and procedures to be used 
in connection with the new service 
training program and also to start 
the program off with the first actu- 
al school on the subject of Packard 
Perfect Circle piston rings. 

The school was held at the Per- 
fect Circle factory in Hagerstown, 
Ind. Included in the group were six 
men from the Packard factory 
service organization and men from 
the sales and engineering staffs 
of the Perfect Circle company. 


Your dollars are safe behind this modern bank vault 
mechanism—engineered to seal out even the clever- 
est thief. The Schrader air-tight valve cap with its 
1-2-3-4 piece construction is engineered to do an 
unequalled sealing job too. Its unique design, its 
special sealing unit, keeps air in at the valve mouth 
— prevents any air leaks there when the cap is screwed 
down fingertight. 


Schrader advertisements, like the one reproduced 
at the right, are appearing—millions of messages a 
month—in magazines such as American Weekly, 
Collier’s, The Saturday Evening Post, Capper’s and 
Country Gentleman. They tell your customers that it 
is mecessary to cap each and every tire valve with a 
Schrader air-tight cap to“make their tires last longer.” 

Now that Schrader caps are again available, better 


check your stock and order supplies now. 


Glew 8 ltl 


A. SCHRADER’S SON, Division of Scovill Manufacturing Company, Incorporated 


BROOKLYN 17, NEW YORK 


in connection with the 


The group completed these ses- 
sions, completely informed on the 
product, on selling methods and on 
how to instruct dealer groups on 
proper installation. The absence of 
lectures and the substitution of 
actual demonstration an “on-the- 
job” training methods made this 
school interesting and complete. 
The general style of the school 
established the method to be used 
in the Packard service training 
program soon to be announced. 
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Air, air everywhere ... 
but not where it counts! 


Air costs you nothing—tires cos! a 
lot, if you can get them. Since re- 
taining proper air pressure is so 
vital to make your tires last longer, 
why not inflate your tires to proper 
pressure and always seal that oir in 
at the valve ? 
with Schrader 
airtight Caps? 


aoe 


The sealing unit 
inside all standard 


Get a set today 
and RIDE TOMORROW! 
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American Bantam® 
Shows Boost in 


Net in Quarter 


BUTLER, Pa.—Preliminary fig- 
ures released by the America 
Bantam Car Co. here indicate a 
increase in surplus during the first 
quarter of the 1946 fiscal year 
ended Sept. 30. 

The net profit 
for the quarter 
ended Sept. 30 
was $429,473.08 
after all charges. 
After crediting 
this amount to 
surplus, the sur- 
plus account was 
$1,010,852.55, as 
compared with 
$581,379.47 as of 
the close of the 
fiscal year ended 
June 30. 


Reconversion of the Banta 
plant for the production of heavy 
cargo trailers indicates that the firs 
heavy units will be produced during 
the latter part of November. Dur- 
ing the reconversion period the 
company is producing light utility 
units. 

F. H. Fenn, president, stated that 
it was originally intended to offer 
these units to the export market 
only, but the extent of the domesti 
demand has resulted in their being 
offered to this market as well. 


Lack of Parts 
Cuts Repair Gain 


In Victoria 


VICTORIA, B. C. — Automobile 
dealers here are experiencing an 
avalanche of repair work since 
gasoline restrictions were removed. 
Business in repair shops was ex- 
tremely active during the war, but 
since peace this business has in- 
creased sharply. 


Dealers say the biggest problem 
is the shortage of parts. Close co- 
operation between jobbers. has 
made it possible to solve some of 
the problems, but no relief for the 
general situation is seen for several 
months. 


Arrival of a new supply of parts 
means little as it is used almos 
immediately for backlog orders. 


Hawley Shifts 
At Morse Chain 


ITHACA, N. Y.—Frank M. Haw- 
ley, former vice- 
president in 
charge of the 
Detroit plant of 
Morse Chain Co., 
now holds the 
post of vice-pres- 
ident and general 
manager of 
Morse Chain 
here. 

Hawley also 
has been elected 
a director. He 
succeeds C. J. 
Kenerson, who retains the title of 
vice-president and director. 


F. H. Fenn 


F. M. Hawley 


284,300 Stamps in Colo. 


DENVER.—Federal auto tax stamps 
sold in Colorado this year totaled 284,- 
365, according to Ralph A. Nicholas, 
collector of internal revenue. 


Maximum Commissions 
to Producers 


Specialists in 
Automobile 
Finance 
Insurance 


For Finance Companies and 
Dealers Financing Their Own 
Time-Sales 


Write for Full Particulars 


RESOLUTE FIRE 
INSURANCE CO. 


A New England Stock Company 
Organized in 1926 


850 MAIN ST. 
HARTFORD 4, CONN. 
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1@ Better Days Coming 
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CHICAGO.—It is generally con- 
ceded that the sales of shop equip- 
"ment by wholesalers will increase 
sharply now that restrictions on 
M materials and manpower are lifted. 
A survey by Motor and Equip- 
ment Wholesaler’s Assn. shows that 
Wall reporting wholesalers expect to 
obtain a considerably greater por- 
tion of their gross sales volume 
rom the sale of shop equipment 
when the restrictions are lifted. 
The average anticipated increase 
is 11.7 percent. 

About 14.8 percent of the report- 
ing wholesalers obtained 9 percent 
or less of their 1940 sales volume 
from equipment sales. In the pe- 
riod of unrestricted sales to come, 
“no wholesaler anticipates that his 
equipment sales will fall under 10 
percent of his total volume. 

The largest group of reporting 
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: wholesalers, 47 percent, reported 
es that they obtained from 10 to 19 
4 percent of their gross sales vol- 
- ume in 1940 from equipment 
| sales. In the period to come, 
‘ex Penna. Insurance 
r 


—_ Commission Hits 


: Premium Pack 


HARRISBURG, Pa. — Pennsyl- 
vania State Insurance Commission- 
r Gregg L. Neel last week re- 
affirmed the State Insurance 
department’s position that “under 
either existing nor contemplated 
regulations is it or will it be law- 
ul for a bank, finance company or 
other lending agency to charge an 
1 installment purchaser any premium 
2 ther than that which must be 
: stated in the certificate of insur- 
ance which must be issued to the 
urchaser.” 

This was contained in a letter to 
Stanley Cowman, chairman of the 
huto finance committee of the 
Pennsylvania Assn. of Insurance 
Agents and chairman of the auto- 
®nobile committee of the Insurance 
Agents and Brokers Assn. of Phil- 
weoadelphia and Suburbs. 
Neel is a member of the com- 
mittee appointed by the Pennsyl- 
ania legislature to investigate 
operations of finance companies 
and other lending institutions. 
Cowman wrote the commissioner 
for the purpose of getting a state- 
ment which would prevent banks 
ontemplating entering the auto 
finance field from making contracts 
ith insurance carriers to obtain 














— aster policies at lower than man- 
ual rates and then charging higher 
ates to individual car buyers. With 


he issuance of certificates to car 
buyers they know the cost and 

mxtent of their insurance and dis- 
rimination is prevented. 














Wis. Motor Begins 


$500,000 Expansion 


MUSKEGON, Mich.—Current un- 
lled orders of the Wisconsin Mo- 
tor Corp., a majority-owned sub- 
sidiary of Continental Motors 
rorp., are at a record peacetime 
level in excess of $17,000,000, neces- 
sitating an immediate expansion of 
anufacturing and testing facili- 
ties to meet customers’ delivery 
machedules, H. A. Todd, Wisconsin 
Motors president, announced last 
week. 

® Enlargement of plant facilities 
will cost approximately $500,000 and 
is scheduled for completion in 
@Wanuary, he said. Production is 
to be increased 50 percent as soon 
as the new plant facilities can be 
Sut in use. 

The Wisconsin company’s post- 
avar engine output will include four 
slew V-type model engines with a 
power range from 8 to 33 hp to 
@ugment the two V-type models 
‘produced before the war. 





® Jack Weed’s Truckin’ will give you some 
uiteresting views. 


<5) AUTO EMBLEM 


) DISCHARGED VETERANS 


a-=-Z EMBOSSED METAL-4in.DIAM. 
FINISHED IN CHROME & _ENAMELS 
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Shop Equipment Wholesalers Will Boost 
Sales Staffs for Expected Increase 


the largest group of wholesalers, 
41.6 percent anticipate that they 
will secure from 20 to 29 percent 
of their sales volume from shop 
equipment sales. 

One of the most interesting facts 
developed by the tabulation is the 
increase in the number of whole- 
salers who anticipate that in the 
time of unrestricted sales they will 
obtain 50 percent or more of their 
sales volume from equipment sales. 
The increase in the number of such 
wholesalers is approximately 400 
percent. 


The fact that 75.4 percent of 
the reporting wholesalers plan to 
use specialty equipment salesmen, 
an average of 1.6 men, in their post- 
war selling emphasizes the very 
serious attention the wholesaler is 
giving to this highly important 
part of his business. The fact is 
further highlighted when brought 
into contrast with the responses 
that show that in 1940 only 19 
percent of the reporting whole- 
salers made use of specialty equip- 
ment salesmen, an average of 1.1 
men. 


About 86.5 percent of reporting 
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NEW ALEMITE work organizer for the dealer service department which 


enables the service manager to 


uickly determine how many active customers 


are coming in and at what periods. It is a simple follow-up record system and 
a simple method of keeping daily and monthly service sales records. No post- 


ing is necessary. 


wholesalers state that they plan to 
have their specialty salesmen close 
equipment sales and give instruc- 
tion on its uses to the purchaser 
and his mechanics. 


Reporting 


wholesalers who plan to have spe- 
cialty men who will devote their 
entire time to the training of pur- 


chasers of equipment and their 


...|Del. to Start 


Compulsory Test 


oo By Next April 


WILMINGTON, Del. — Compul- 
sory inspection of motor vehicles 
upon renewal of registrations is ex- 
pected to be resumed by next April. 


An act provides that compulsory 
inspection of all motor vehicles 
shall be resumed six months after 
the end of the war. During wartime 
the only inspections required were 
in the case of those who failed to 
secure their registrations before 
the expiration date of their tags. 

Frank L. Reed, manager of the 
Wilmington office, state motor ve- 
hicle division said that 1000 of the 
15,000 motorists in New Castle who 
have cars with registrations ex- 
piring Sept. 30 have had tags 
renewed. 


Brantford Firm of Canada 


Eyes Mexican Market 


MEXICO CIT Y.— (UTPS) — 
Brantford Coach & Body, Ltd., of 
Ontario, Canada, will survey the 
possibilities of the Mexican mar- 
ket for light trucks, auto chassis 
and trailers, it is revealed by G. H. 
Gustafson, general manager of the 





mechanics represent 13.5 percent. | company. 





FORMULA 


Houdaille* double-acting hydraulic 
shock absorbers and the new General American 


Mastercraft Aerocoach with its all-welded 





tubular frame structure. 


HOUDE ENGINEERING DIVISION OF 


HOUDAILLE-HERSHEY CORPORATION 


MAKERS OF HYDRAULIC CONTROLS 
BUFFALO 11, NEW YORK 


* Pronounced—Hoo-dye 
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Universal CIT 
Adds Service, 
Reduces Rates 


NEW YORK. 
tions in financing rates and a 
streamlining of service to automo- 

bile owners were 
were announced 


last week by Uni- | 


versal CIT Credit 
Corp. and its na- 
tionwide network 
of branches, the 
largest independ- 
ent sales finan- 
cing company in 
the industry. 

In a letter ad- 
dressed to auto- 
mobile dealers 
throughout the 
country, A. O. Dictz, president of 
Universal CIT, disclosed the follow- 
ing reductions in rates: 


1. New cars will be financed for 
the public when purchased on 12- 


A. O. Dietz 


Sweeping reduc- | 





month terms at 5 percent discount | 


of the unpaid balance. 
2. Interest rates charged dealers 


for stocking their inventory of new 


A TINA Armrees « 
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Customer Labor Sales 
Bring Citation to 33 


HERE ARE Pontiac Motor district managers attending a refresher course at 
Pontiac. Previously other groups of Pontiac representatives had attended course 


and now Pontiac 


3. Substantial reductions in fi- 
nancing rates on used cars will be 
announced in detail shortly. 

At the same time, Universal CIT 
made known that it has redesigned 
its exclusive “consumers’ protective 
package” through which automo- 


cars have been slashed 25 percent.!bile buyers obtain essential insur- 


SS 


as completed its pro 
personnel in postwar sales practices an 


— of reindoctrinating its entire field 


policies. 


ance and other services including 
accident insurance, towing and 
emergency road service, bail bond, 
and ‘other protective features, all 
in one convenient transaction at 
the same time that they arrange 
their financing. 


DETROIT. — Four companies 
among Chrysler dealers and dis- 
tributors throughout the United 
States had customer labor sales in 
excess of $200,000 during 1944, ac- 
cording to the corporation. 

James W. McAllister Inc., of 
San Francisco topped the tabula- 
tion which lists 33 firms whose 
customer labor volume passed the 
$75,000 mark. Eighteen dealers or 
distributors each handled over 
$100,000 of this type of business. 


No dealers in New York, Chicago, 
Philadelphia or Detroit were in- 
cluded in this compilation. The 
dealers are as follows: 


James W. McAlister, Inc., San 
Francisco; Dowd - Feder, Inc., 
Cleveland; Greene - Haldeman Co., 
Los Angeles; A. C. Burton & Co., 
Inc., Houston, Tex.; American Au- 
tomobile Co., Seattle, Wash.; An- 
drew Murphy & Son, Inc., Omaha, 
Neb.; Harry Sommers, Inc., Atlan- 
ta, Ga.; C. S. Hamilton Motor Co., 
Dallas, Tex.; Ed Luke Motor Co., 


Contented Customers...thats the advantage 
Quaker State dealers enjoy ! 


T= Quaker State Dealer has a big 
advantage. As is well known in 
the trade, many motorists insist on 
getting Quaker State Motor Oil 

even go out of their way, if necessary, 
to look for a Quaker State dealer 

and come back regularly. Naturally, 
to the Quaker State dealer that means 
less worry about getting trade and 
holding it. It means more security. 


That’s the firm foundation of every 
Quaker State dealership. Quaker State 
Motor Oil, skillfully refined from 
100°, pure Pennsylvania grade crude 
oil, has a national reputation for lubri- 
cating automobile engines better and 
longer, and for consistently maintained 
quality. When it comes to getting 
and keeping customers, that’s the kind 
of dealer help that counts most! 


Retail price 35¢ 
per quart 


Member Pennsylvania Grade 
Crude O1! Association 


QUAKER STATE MOTOR OIL ¢ QUAKER STATE SUPERFINE LUBRICANTS 
QUAKER STATE OIL REFINING CORPORATION e OIL CITY, PENNA. 
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Phoenix, Ariz.; R. O. Gould Co., 
Long Beach, Calif. 

Nick Wright Motor Co., Norfolk, 
Va.; Holt Motor Co., Minneapolis; 
McClure-Nesbitt Motor Co., Colum- 
bus, O.; Wearley Motor Co., Toledo, 
O.; Poinsatte Auto Sales, Fort 
Wayne; L. M. Stewart, Inc., St. 
Louis, Mo.; Green - Robbins Co., 
Beverly Hills, Calif.; A. B. Poe 
Motor Co., El Paso, Tex.; Tom 
Harrigan, Inc., Oak Park, Ill.; H. 
B. Ransom Motor Co., Fort Worth, 
Tex.; Poe Motor Co., San Antonio, 
Tex. 

Others were Allied Motors, Inc., 
Kansas City, Mo.; Brooks-Gillespie 
Motors Inc., Jacksonville, Fla.; 
Montgomery Motor Sales, Battle 
Creek, Mich.; John Schleifer, 
Huntington Park, Calif.; Walter E. 
Allen, Oklahoma City; Cullen- 
Thompson Motor Co., Denver; H. 
B. Leary, Jr. & Bros., Washington; 
O. E. Haring Co., New Orleans; 
Kvam Motor Co., Milwaukee; C. H. 
Wallerich Co., Inc., Indianapolis; 
Forman Motor Co., Oakland, Calif.; 
Cashman Auto Co., Brookline, Mass. 


FACTORY- DESIGNED 


SYSTEMS and FORMS 


For Accounting, Sales, Parts 
and Service Departments 


Profit by the experience of thou- 
sands of users. Know where and 
how your operation stands on pro- 
fit or loss. Learn how you too can 
establish clear-cut records and re- 
ports. Strengthen your procedure 
to insure the proper accounting of 
all funds, Have all the facts neces- 
sary for intelligent, profitable 
management. 
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1 Backshop. .. 


iuncheon. 

The Portland boys had brought 
‘long gifts for everyone — boxes 
‘pout the size of an orange crate 
lled to the brim with fruit, nuts 



















- Sind other products of that north- 
west state. When the luncheon was 
) ver, everyone there was presented 
co “with one of these boxes. Jack, not 
'_ # <nowing about the gifts, asked 
7. pmeone what was in the box and 
m7 was told it was Somten. 


SO JACK lugged his box out to 
the train, had to buy an extra pair 
f gloves to keep the heavy cord 
Sround the box from cutting into 
his fingers, tipped porters and 
undry others from Detroit to Los 
Angeles to take care of the pack- 
age for him. In all, it cost him 
Mbout $12. 

On paene home he lugged the 
hox out to his home, gathered the 
hmily around him to see the prize 
he had brought back from Detroit 

put on quite an act in the 
Spening of the case of what he 
confidently thought was a dozen 
ottles of prize table liquor — and 
Sut rolled cans and bags of... 
oranges, lemons, figs and all of the 
ings he could get by just going 
outside and shaking the trees that 
srew in his dooryard. 
+. 


THIS LOS ANGELES NEWS 
party drew quite a sortie of top 
ass of the industry — as well as 
practically all of the brass from 
Jenry Ewald’s agency. Even Bob 
~rooker came on from the coast 
where he now lives. Campbell- 
wald is the News’ advertising 
agency and Bob is boss-man on 
the account. 
The talking screen presentation 
of their story was very well done 
both sets of figures (female and 
pe) were interesting and the way 
in which Los Angeles in popula- 
ion is the equal of some 15 major 
arket cities all in one county, 
was surprising to most everyone 
ho saw the flicker. 
* * 
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T THE presentation of the 1946 

Cadillacs to the press, Nick 
Dreystadt, top brass hat of General 
otors’ finest gas-buggy, told me 
at 62 percent of all Cadillac deal- 
ers own their own building — that 
e Cadillac dealer body had a net 
orth of over $65 million. That is 
not a bad field organization to go 
gto postwar with, especially if you 
intend to up prewar production 


by 50 percent. 
© 
H F. GOODRICH also had a 
+”. luncheon for the press and 
dio men to tell them about a 
new synthetic tire that will be 
available to you and me when the 
or unions let them make enough 
to go around. The party was under 
me able direction of E. A. Holsten, 
istrict manager for this territory 
on dealer tire and tube sales. 

I sat at a side table (by choice) 
with the boys who represent Good- 
rich manufacturers sales and 

ttween George Stritch, who man- 
ages the manufacturers sales office, 
and “Whitey” Wacker, who lives 

ith the truck makers. Between 
the two of them I didn’t have 
auch chance to hear Holsten’s talk, 

ut it must have gone over very 
nicely judging from the interest 
mat was displayed around the 
inain table. 


* * 


* x * 


pyEt ANOTHER cheese - state 
+ secretary at the Michigan 
[rucking Assn. convention last 
ek — one Eddie Konkle, who 
admits he’s patterning his lobbying 
tivities after the master of dairy- 
-“nd, Louis Milan, who manages 
the automotive dealer association 
Wisconsin. He couldn’t have 
Jicked a better pattern to follow; 
Louie has done a good job of get- 
“ng the things done in his state 
that his dealers want. 
Harv Fruehauf was the only one 
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IMMEDIATE DELIVERY 


b ADJUSTABLE PARTS BINS! 
g WRITE FOR DESCRIPTIVE FOLDER 


SPERBER MFG. CO. 


_ 1815 Trombly Ave. 
DETROIT 11, MICH, 


AUTO 






By 
Jack Weed 


(Continued from Page 23) 


Mad time enough to attend theof the famous Fruehauf triumvi- 


rate to show up at the cocktail 
party his company put on for the 
truckers the evening of the con- 
tion banquet. Les Allman, who is 
getting to be quite an after-dinner 
speaker, and Bill Wise, Harvey’s 
acmanager, were very much in evi- 
dence, however, and kept the party 
rolling along merrily. 

* * * 


DALE VREDENBURG, of Trail- 
mobile, had “hot dogged” the truck- 
ers the night before so this year’s 
convention turned out to be trail- 
er-entertained — with the excep- 
tion, of course, of the numerous 
quasi-private parties that are al- 
ways put on for the benefit of 
customers in the hotel rooms of 
suppliers. 

Don Smith, who has finally 
achieved an ambition he has nur- 
tured for the past two years — 
that of getting out of all official 
jobs in the MTA, still has one 


job to do for his successor, J.|for the South Lyon (Mich.) Area 
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'Romy Hammes 





NEW BUILDING for Romy Hammes at Kankakee, Ill. The company, distrib- 
utor of Ferguson implement: in northern Illinois, is starting substantial ex- 


pansion and improvement program. 


Howard Minnich, prexy of Red 
Star Transit, who is the new asso- 
ciation chief — that of educating 
Ed on how to take care of the 
press. Don never missed an oppor- 
tunity to let the scribes know how 
much he appreciated their being 
at any association affair — and 
as a result the association — and 
Don — were pretty much in the 
news spotlight at all times. 
* * * 


Got a note written on a program 










“SCOTCH" is the trademark for adnesive tapes made in the U. S. A. by the Minnesota Mining & Manufacturing Company 


Farm Festival and Victory Cele- 
bration committee, which demands 
that I cover this momentous event 
in the interest of Automotive News 
— and by gum I guess I'll do ’er 
— for some of that free barbecued 
beef. The note was from my erst- 
while tractor expert, Keith Arms, 
who gave me the tractor sales- 
man’s valuation of the Willys 
“Jeep” at the demonstration out at 
Charlie Sorenson’s farm this sum- 
mer. Keith says in his note “Jeeps 
wii] be in evidence.” 


® To the operator of a busy repaint shop one of the most important features of 
“SCOTCH” Wetordry Masking Tape is its ability to save unnecessary work. Its 
thin construction, for example, eliminates paint build-up along the edges of 
the tape and reduces needless sanding. Its correct adhesion and dead stretch 
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Starts Postwar 
Expansion 


, | KANKAKEE, I1l.— Romy 


Hammes, Ford- Ferguson distrib- 
utor, has begun construction of a 
concrete, brick and _ glass_ block 
warehouse and sales office with 
30,000 square feet of floor space. 
| The initial step in Romy Hammes’ 
postwar expansion program, the 
new building will serve as head- 
quarters for the northern Illinois 


distributorship of Ford tractors 
and Ferguson implements. 
The building, with a_ 150-foot 


frontage, will be at the northeast 
corner of Kankakee along the New 
York Central railroad and Route 
54, one of the main traffic arteries 
leading into Chicago. 

Possessing all modern electrical 
and air conditioning facilities, the 
structure is to be constructed from 
concrete blocks and will be fronted 
by face brick and glass blocks. 
Cement-floored, it will be sub- 
divided into three major units, one 
each for storage, parts and general 
' offices. 


, ‘ 
SCOTCH Wetordry Masking TAPES 
uniform quality from year to year has saved 
me from having to repaint many a job. 


prevent “creeping” and pulling away from the surface; once masked, a job 
stays masked until completed. Its flexibility makes the masking of curves a fast, 
easy operation. The clean way in which it strips from the job saves final clean-up 


time. From start to finish, it saves masking work and masking 


costs... two sound reasons for using it in your own shop. 


“SCOTCH” Wetordry Masking Tape is available again, in the 
quantities you need to keep pace with postwar demands for 


service ... order it by trade-name from your jobber. 


32 


A TTMAL eAenee ew 5 


AUTOMOTIVE NEWS, OCTOBER 8, 1945 


SERVICE SECTIO. 









Selling Essential... 


New Emphasis Needed 
On Customer Follow-up 


(Continued from Page 23) 


having to trade high for car sales 
is to have a large regular service- 
customer following. They also ap- 
preciate now, after having had 
four years’ experience living on 
their service department revenue, 
that they must know much more 
about the operation of their own 
service department than they used 
to and have some means of know- 
ing where the bottlenecks in their 
business are. 

One dealer who made an inten- 
sive survey of his business, found 
that he could accommodate three 
time as many service customers if 
he increased the capacity of his 
lubrication department. This de- 
partment was the bottleneck to his 
entire service setup because he did 
not have sufficient hoists to take 
care of the lubrication jobs that 
were offered. 

When customers couldn’t have 
their cars lubricated they took 


them with the other service 
work they needed — to some other 
shop. As soon as this dealer rem- 
edied this condition and increased 
the capacity of his lubrication de- 
partment, his volume of business 
in all departments started to in- 
crease materially. 

But how is a dealer to know 
where the bottlenecks are in his 
business? How is he to know 
where he can get additional cus- 
tomers for his service department 
that can be developed logically 
into regular customers who will 
come to his shop for all, or the 
majority, of their service needs? 

The answer of course is in a 
system of customer control that 
gives him the answers to these 
important phases of his business 
every month — or every day. 

Factory sales and service execu- 

tives realize this. They also realize 
that the system must be simple to 





of Johnson Chevrolet Co. at Indianapolis. 
Johnson is the largest and oldest Chevrolet dealership in Indianapolis. The 
building comprises approximately 85,000 square feet of floor space on three 
floors. Johnson has been located at this corner for more than 20 years. The firm 
started in December, 1944, to remodel the entire building, putting in new fronts 
and new offices and enlarging space for open display parts department. Johnson 
has also installed and eqvipped a modern tool and machine shop on the 
second floor. 


HERE IS the remodeled building 





have a large number of regular 
service customers who like their 
operation and want to continue 
getting service in the shop that 
takes care of their maintenance 
needs properly and at a cost that 
is not excessive. 

The dealers, who had adequate 
service departments and got into 
service work with a vengeance, 
not only lasted through the war- 


operate, must give the dealer the 
facts he must know to operate his 
business effectively and it must 
not cost too much to operate. 


Progressive and aggressive deal- 
ers have found that business goes 
where it is invited and stays where 
it is well treated. They have come 
to realize that the best insurance 
against having to buy their new car 
business with long trades is to 





FINISH THE JOB 


BUY VICTORY BONDS 
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in radio development. 
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time dearth of no cars but most 
of them made money. On the 
contrary, a large percentage of 
the dealers who dropped out of 
the picture, according to Ray 
Chamberlain, former NADA ex- 
ecutive vice-president, were those 
who had given service little or no 
attention and were not able to 
fall back on their service shop as 
@ revenue producing overhead 
carrier. 


The Alemite division of Stew- 
is one of the firms 
outside of the vehicle manufactur- 


art-Warner 


bm 


ing circle that has been giving this 
problem of dealer service mer- 


chandising and customer contro 
considerable thought and study. 


Out of their research in the 
problem of customer control has 


~ a 


come a simplified method of estab- 


lishing and maintaining a custome 


file that, it is claimed, will not 


only enable the dealer to build a 


working list of service customer 


— 


and prospects but will give him an 
accurate picture of his operation 


day-by-day and month-by-month! 
By checking the results of his 
shop’s work as shown on the tally, 


sheets, the dealer can quickly and 


easily determine where his service 


to the customer is weak, which 
departments need 


strengthening 


and where he will have to put E 


more pressure to get a well-bal- 


anced operation. The system also 
builds a workable mailing list of 


logical customers and prospects. 


The Alemite program is not 


new — followup systems are nearly, 


as old as the industry and rarely 
does one have any radically new 


ideas, although several of those 


—_— 


now being offered dealers from 
many sources do put greater em- 


phasis on some feature or other 


— 


The Alemite program starts out 3 


with a customer — the first one 


a 


that comes into the shop after 


the system is installed. 
From that time on the syste 


_ 


is practically automatic. As more 


customers come in for _ service, 


more cards are filled out and mord 

prospects for additional 

work are added to the list. 
When new cars again are sold 


st 


service 


by the dealer, the buyers of those 


new cars are added to the list as 
potential service customers. 


Thus, during the year, a sound 


workable list of service custome 


and prospects is built up — a list 


of owners who have been in the 
shop and bought something whicl 


indicates they live or work in the 
proper radius of the shop and are 


owners of cars that it is logica 
for this shop to service. 


Dealers should have a list of 
their service customers and pros- 
pects in order that they can 
continually merchandise their 
service facilities. The list should 
be so controlled that it tells them, 
at all times, those owners who 
continue to be regular custom- 
ers and those who only use his 
shop facilities occasionally. Most 
of all it should tell him the num- 
ber of customers he loses each 
period, and that feature is most 
important in a highly competitive 
period. 

For instance, a check on a cer- 


tain dealer’s operation showed that 


while he had 2,005 passenger ca 


and 750 trucks in his territory, his 
shop was servicing only 1,005 cars 


and 75 trucks. The record als 


showed that 407 of these car own- 


ers had not brought their car 
into the shop for over 120 davs 


They were practically “dead birds” 


as far as that dealer’s servi 
operation was concerned. 

Since the average repair order 
of this shop was anpnvroximatel 
$13.91, the 2,082 missing owners 
cost this shop about $28.960 in 
bnsiness at least every 60 davs. 
Fieured down to loss in profits, 
and wages to the workmen, this 


— 


is a tidy sum for any shop to® 7 


fight for. 


If that dealer had had full co 
trol of his service shop and had 


authentic records supplied him day 


by day and month by month, 


could no doubt have kept a large 


proportion of that business. 
Another case record of a deale 


in the same size car and truck 
shows that, because he did know 


who his service customers wer 


and what proportion of them were 


coming to him regularly for serv 
ice, he was able to so build up his 


shop service that within four years 


— 
o 


_ 


— 


after taking on his present lin@=s 


60 percent of the car owners in a 
mile and one-half radius of hig 


(See CONTROLS, Page 33, Col. 1) 
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SERVICE SECTION 


dd up to a nice tidy piece of 


uny dealer’s cash drawer. 


Checking cars for filter sales or 
Iter cartridge “sales would also 
expose the car owner to plenty 
»f other services he may need but 
oesn’t talk about, such as re- 
ring jobs, spark plug replacements, 
ther lubrication services, fan belt 
replacements and the other various 
services and accessory sales that 
ifting the hood and conversation 
would bring to light. 

The same chain of sales results 
will follow along in the sale of 
many such accessory items — 
pushing the sale of radio anten- 
nas ieads to sale orf radios, 
tupes and repairs; pushing the 
sale of tires leads to front-end 
alignments, frame straightening, 
wheel balancing, tube sales. re- 
capping and deiuxe tire change- 
overs, etc. 

Possibiy the most neglected sales 
“spot in the dealer’s whoie estab- 
lishment today is on the lubrica- 

ion hoist or pit where the “lube” 

an has the opportunity to check 
and call attention to needed serv- 
ces without “barber-shopping” the 
customer. When the iuorication 
man cails attention to the owner, 
either directly or through the serv- 
ice manager, the things he finds 
rong with the customer’s car is 
Suoing the customer a _ courtesy 
service “beyond and above” his 
ormal job and he is usually thank- 
ed for the information. ‘the cus- 
tomer appreciates the attention to 
nis weltare and driving pieasure. 

Going back to the F’'ram survey, 
which was made by the Ross Fed- 


4 


" 


Wral Research Corp. and was an} 


independent survey over which 
Fram or its outlets had no controi 
Hr could not intiuence, it is shown: 
Cars on St. without filters 51.6% 

o. of cars without filters 13,140,627 


1 cars with dirty oil ........ 44.8% 
Filter equipped dirty oil .... 30.8% 
MEO TOCUING ON cnisi..0:..0005.055. 45.6% 
SPE BOLO POL CBP ..ccccsccescccscsssess 1.9 qts. 
Complete oil changes .......... 4.59% 


The survey also points out a 
large filter-cartridge and oil-sale 
market that exists among the 
44.8 percent of cars with dirty oil. 
Salesmanship would induce a 
large percentage of these not 
only to buy new filters because 
they needed them, but would also 
make the customer agreeable to 
a sale of a complete oil change 
either because he was getting a 


Controls 


(Continued from Page 32) 
shop were driving his make of car 
and truck. 
The end result of good service 
ecords not only was interpreted in 
erms of greater volume of shop 
work but in larger and more in- 
ensified vehicle sales in his near- 
by area. Customers who logically 
could and wanted to avail them- 
elves of his service facilities, 
bought their car or truck from 
shim so as to avail themselves of 
is service. He claimed that due 
to the service he was giving he 
id not have to buy this business 
ith long trades. Nor will he when 
competition comes back again. 
~ Customer records, important as 
they are, however, must not be so 
difficult to keep that it requires 
sa bookkeeper. To be maintained 
and useful, they must be simple 
enough so that the service man- 
ager or any girl can handle them 
easily. 
2, It must give the operator control 
ver his service merchandising and 
constantly let him know which 
eames on the list should get the 
30, 60, 90 and 120-day mailing 
cards or letters. Above all, it should 
moint out the regular service cus- 
tomers who fail to come in as has 
_been their custom, so that the deal- 
™r or his service manager can 
contact the customers and find out 
Why. If it is because of some fault 
in the service rendered, the quicker 
the dealer knows it the fewer cus- 
«agomers he will lose because of it. 





Many Opportunities Overlooked... 


lgnored Market Shown 


In Accessory Survey 


(Continued from Page 23) 


| cream of this potential market. 

It showed also that thousands of 
dealers were missing the boat be- 
cause they were not paying enough 
attention to the development of 
sales in their service departments, 
even though new cars were not 
yet in sight and many accessory 
and equipment items are beginning 
to come back to the market in 


ars checked would need new; new filter or because his oil was | fair-to-good volume. 
ilter cartridges. All of this would] dirty and the addition of clean 
oil would be just adding more 
business and an acceptable profit in| fluid for the dirt to float in. 


Hoffman to Speak in Ark. 
LITTLE ROCK, Ark.—Paul G. Hoff- 


The survey also showed that at/man, president of Studebaker Corp. 
present dealers who really pushed | and chairman of the board of trustees 
filter sales were doing an average | °f the Committee for Economic Devel- 


opment, will address a group of 


business of approximately $12,925] arkansas business leaders at a meeting 
per year in filters and cartridges,|to be held here Nov. 20. 


which clearly demonstrates that 
only a few dealers were getting the | nighlights in the service field. 


Read Jack Weed’s Backshop for some 
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Safety Campaign 
Muller Bros. Seek Action 


To Stem Traffic Toll 


HOLLYWOOD, Calif. — Muller 
Bros. “World’s Greatest Service 
Station” here, launched a plea for 
traffic safety last week in a full 
page advertisement in the Citizen- 
News. The Muller brothers, Walter 
and Frank, asked for immediate 
action by the entire public. 


Pointing out the increasing toll 
on the highways, the advertisement 
urged all civic and community 
organizations, service clubs, auto 
dealers, oil companies, tire com- 
panies and auto clubs to get be- 
hind a widespread safety drive. 

It was suggested that the motion 
picture industry, which did a vast 
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amount of war-education work, 
could likewise do an important job 
in safety education. The advertise- 
ment asked that further sugges- 
tions be sent in to the firm. 


Ill. Wars on Accidents 


At Rail Crossings 

SPRINGFIELD, I1lL—A state- 
wide campaign to combat a 
rising toll of highway-rail in- 
tersection accidents was an- 
nounced last week by Gov. 
Green. 

The campaign will be headed 
by Director T. P. Sullivan of 
the State Department of Public 
Safety and will seek to direct 
the attention of motorists to 
their individual responsibility to 
reduce the crossing accident toll. 
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Muskegon’s advertising in The Saturday 
Evening POST does even more than 
stress to motorists the importance of 
seeing you, their ‘Factory Authorized” 
Service Man. It also explains clearly 
where to find you! (Glance at the re- 


print at right). 


Keep watching Muskegon’s POST ads 
—they’re building business for you! 


MUSKEGON PISTON 
RING COMPANY 


MUSKEGON, MICHIGAN 
Plants at Muskegon and Sparta 









ONG WAIT 
FOR A 
NEW CAR! 







Better learn 
How to Get 
Your 100,000 
Miles ! 














@ You have to face it—no new cars for the 
average driver for monthsto come! There’s a 
bright side, though — with proper care your 

resent car oul deliver many more miles. 

n fact, modern cars were built to provide at 
least 100,000 miles of good driving! And the 
surest way to get them is to see your "Factory 
Authorized” Service Man. For the maker of 
your car has specially trained him to check, 
tune-up and — your car... to supply 
needed parts—like new piston rings tested 
and proved for worn engines by the same 
men who designed your car's original rings, 
Let your “Factory Authorized” Service Man 
help you get your 100,000 miles! 


How to Find Your 
“Factory Authorized” 


Service Man 


Your “Factory Authorized” Service Man is 
either a dealer who sells your 
make of car or a repair shop 
authorized by the car builder 
to service your car. You'll / 
find his name in your local 
Classified Telephone Direc- 
tory under “Automobile 
Dealers” or “Automobile Re- 


pairing & Service.” 
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“THE ENGINE BUILDERS’ SOURCE FOR PISTON RINGS” 
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New Products 


Lubrication Guide 
Issued by Amalie 


A new twelve-page illustrated 
booklet by the Amalie division of 
L. Sonneborn Sons, Inc., New York, 
tells the story of Amalie H-D, a 
detergent-type, anti-oxidant, heavy- 
duty motor oil. It describes how 
costly repairs and layups may be 
avoided. 

A copy may be obtained from the 
company at 88 Lexington Ave., 
New York 16. 


+ 


Anchor-Type Lock Nut 
Developed by Kaynar 


A new anchor type lock-nut for 
use on any and all sheet metal 
installations where it is convenient 
or necessary to have the nut mem- 
ber held in place during assembly, 
has been developed by Kaynar 
Mfg. Co., 820 E. Sixteenth St., 
Los Angeles 21. 

It consists of three parts, the 
lower half is a “carrier” for the 
nut and is made of tempered 
spring steel with a “built-in” lock- 
washer. The upper half is also 
made of spring steel und keeps 
the third part, a plain square nut, 


contained within the assembly. Two 
spring ears project from the lower 
part and are used to engage the 
sheet of metal to which the nut 


is to be attached. 
* * * 


New Faces Available 


For Basa Hammers 

Users of soft-face hammers will 
be interested in the new Basa faces 
which are now available for the 
Basa replaceable face hammers. 

The new faces are said to pro- 
vide the convenience of a single 
all-purpose material which is per- 
fectly adapted to all soft-face ham- 
mer uses, such as assembly, foun- 
dry, caulking and die-sinking work, 
as well as work on light and soft 
metals. For additional information, 
address the manufacturer, Greene, 
Tweed & Co., 4377 Bronx Blvd., 
New York 66, N. Y. 

* 


* * 


Pan American Yearbook 


A book of great interest to all 
who are concerned with reconver- 
sion and new markets for their 
products is “The Pan American 
Yearbook” 1945, just published by 
The Macmillan Co., New York. It 
is said to be the first complete, 


Permacel-77 
masking tape is 
5 ways better 


i HANGS ON TIGHT 


y NO BUILD-UP 


«STRIPS OFF CLEAN 


@° 6TAKES CURVES PERFECTLY 


 NON-SWEATING 


m2 |New Power Chamber 


© ihe 
¢ 


TO HELP service stations, garages, 
tire repair shops, etc., increase their 
sale of new tires, a new air-operated 
tire jee has been introduced by 
the ar-Lynn Co., Washington 
Ave., S., Minneapolis. The spreader 
unit includes a special wall bracket 
which may be placed at most conve- 
nient working 7“ allowing fast, 
easy inspection. The light, powerful 
spreader operates with one hand to 
open a tire casing a full 11 inches. A 
light built into the wall bracket floods 
the inside of the tire. 


practical reference book to cover 
the different trade and cultural 
activities of all the Americas, 
North, Central and South. 


Permacel masking tape 


INDUSTRIAL TAPE CORPORATION, NEW BRUNSWICK, NEW JERSEY 


Made by Velvac 

A new power chamber, the B-9, 
is being manufactured by Velvac, 
Inc., of Detroit. The company’s 
announcement states that these 
new heavy duty power units are 
smaller and more powerful, with- 
out wasting space. The 5%-inch 
stroke provides maximum brak- 
ing performance, and maintains 
the specified rated power through- 
out the entire braking stroke. 

Velvac diaphragm design pro- 
tects rubber from breaking down 
through fatigue, guarantees long- 
er life. The metal to metal lock 
provided by the chamber ring 
prevents loosening due to com- 
pression of the chamber from ex- 
ternal pressure of the air with 
each application, it claims. 


* * * 


Techtmann Develops 
Skid-Rol Dollies 


Techtmann Industries, Inc., 828 
N. Broadway, Milwaukee 2, an- 
nounces the development of “Skid- 
Rol” dollies, which load from 10 
to12 tons. * * * 


New Descriptive Material 


Prepared by Udylite 
Udylite Corp, 1651 E. Grand 


Blvd., Detroit 11, announces that it 


has three new pieces of literature 
that may be obtained upon re- 
quest. 

They summarize specifications 
and advantages of the firm’s cath- 
ode rod agitator, ball anodes and 
dipping baskets. 

* 


* * 


THE ANDERSON CO., Gary, Ind., 
announces a new stock-cabinet, de- 
signed for dealer’s stock control and 
point-of-sale merchandising of new 
‘dead-locker’’ Model DL ANCO RAIN- 
MASTER windshield wiper arms and 
blades. This all-metal stock-cabinet in 
three colors is designed to set on the 
counter or hang on the wall. 


TRUCK DEALERS 
WILL WELCOME 
THIS POLICY 


The problems of 


they relate to trailers are recognized 
by the Trailmobile Company. Wesug- 
gest that you contact the nearest 
Trailmobile branch for details of 
Truck-Dealer 
Write us for the address. 


THE TRAILMOBILE COMPANY 


Trailmobile’s 


2800 Robertson Avenue 


Eo UY.Waa ae) 348% 


~¢¢‘Heometoiks* Service Centers 


SERVICE SECTIO 


A LIGHT reflector of entirely differ- 
ent design is announced by the General 
Detroit Corp. and the General Pacifi 
Corp. By means of a new principle o 
light reflection, it eliminates the “dark 
spot” produced by conventional reflec 
tors. Called the diamond facet reflecto 
it is made for use in flashlights, search- 
lights, lanterns, spotlights, and flood- 
lights of all sizes and types. A specia 
flashlight called ‘‘floodbeem,”’ which in 
corporates the new reflector, is also be- 
ing marketed by the two corporations. 
For further information, write Genera 
Detroit Core 2270 E. Jefferson Ave., 
Detroit 7, ich., or General Pacific 
orp., 1800 S. Hooper St., Los Angeles 


* * * 


Lyon Metal Products 
Offers Steel Stools 


Steel stools, available in five 
heights and 40 models, which 
have a diversity of industrial and 
commercial uses, are now being 
marketed by Lyon Metal Prod- 
ucts, Inc., Aurora, IIl. 

The 40 models, the company as- 
serts, which have been designed 
from a physiological standpoint 
to meet every posture need in 
busy plants, aid materially in in- 
creasing employe efficiency by 
reducing fatigue. 

. + 


New Binrack Models 
Brought Out by Hall 


A line of bins for small partsg— 


storage or assembly has _ been 
brought out by the Gordon L. Hall 
Co. of Old Lyme, Conn. The com 
pany states that the bins are de- 
signed to conform with motion 
study principles. 

A new feature is rounded corners 
at the back which increase the 
safety factor. The bins are mar 
keted under the trade name, “Bin- 


rack.” 
” 


MEWA Offers New Book 


On Wholesale Selling 


Motor & Equipment Wholesalers 
Assn. has issued a special printing 
of “Your Time Is Your Capital,” in 
its “Getting Ahead in Selling” ser- 
vice, for distribution to executives 
wholesaler and manufacturer, in 
the automotive after-market. 


Truck Dealers as 


policy. 


@ Cincinnati 9, Ohio 
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Packard Threatened .. . 























tiemands. UAW officials said that 
negotiations with Ford will begin 
carly in November. 


The NLRB has set the dates of 
UAW strike votes at the Big Three: 
“:M workers will ballot Oct. 24, 
“Chrysler employes Oct. 25 and Ford 
workers Nov. 7. 

Hudson Foremen Still Out 
Hudson’s shutdown, caused by 
whe walkout of 500 foremen, en- 
ered its seventh week. The Hudson 
management issued a _ statement 
ast week regarding the disputed 
wage levels for plant supervisors. 


Describing its foremen’s salaries 
As “more liberal’ now than before 


h- or during the war, the statement 
d- alled on the strikers to return to 
oo Work and discuss their problems 
e- ! individually with the management. 


The Packard UAW local took 
up the strike threat weapon last 
week. A test vote of local mem- 
bers showed “almost unanimous” 
consent for a strike, and local 
spokesmen said they would peti- 
tion for a formal strike vote 
soon. 


The six-week Kelsey’ dispute 
‘ame to an end only after George 
Addes, UAW secretary - treasurer 
nd leader of its Communist wing, 
intervened. 
Most of the rebellious leaders of 
e Kelsey local, who defied settle- 
ment efforts by R. J. Thomas, UAW 
president, and Richard T. Frank- 
nsteen, UAW vice-president, are 
believed to be adherents of the 
nion’s radical faction. 
Feeder Strikes Hit Ford 

Approximately 39,000 workers are 
ile at Ford because of strikes at 
eeder plants. Some of those still 
unsettled are at Pennsylvania Salt 
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 — fg. Co., Zenith Carburetor and 

n Bohn Aluminum. 

i The Ford-Canada strike at Wind- 
== r, Ont., involving 10,000 UAW 

; workers, continued. Attempts by 


e Canadian government to medi- 
Ste the walkout bogged down. 
S Spreading strikes in Pennsyl- 
wania’s coal mines and the tieup 
in the fuel industry were hamp- 
ering steel mill reconversion. 
“x Greyhound bus drivers struck in 
seven states along the West Coast 

hursday night, halting virtually 

1 Greyhound service in the af- 
fected areas. 

The United Rubber Workers-CIO 
-rike at Baldwin Rubber, Pontiac, 
Mich., ended Friday. 

* - 7 
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job Standards Exempted 


Rehiring Veterans 
WASHINGTON.—Veterans must 
be reemployed even though job 
andards in their former positions 
have increased since they entered 
e armed forces, Selective Service 
Miled last week. 
“If the position is so changed 







A SOLUTION to the problem of 
-eping the air in garages free of car- 
bon monoxide fumes when car motors 
are running is offered by the American 
~ ibber Mig. Co., of Oakland, Calif. 
waid by those who have tried it to be 
amazingly effective, the procedure is 
t° slip over the exhaust pipe of a car 

spiece of flexible hose, one end of 
which is equipped with a coupling that 
fits the muffler; the other end connects 
— ith a carry-off pipe running to a cen- 
“al vent system which carries the 
iumes to the roof where they are dis- 
“me by a suction fan. 






the 30 percent raise and nine other | that 


Ford Reopens Today 
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‘Banquet to End 
‘Auto Council’s 
| 
| Existence 
DETROIT.—-Organized to expe- 
dite the output of armaments for 


As Kelsey Tieup Ends 


(Continued from Page 1) 


it is beyond the veteran’s 
skill,’ the agency said, “he is 
entitled to a job requiring skill 
comparable to that required of him 
when he left and equal in seniority, 


status and pay.” 


If the veteran can be retrained 
for the post with higher standards, 
he must be assigned to that job, 
it was added. 

+ * * 


Canada Backs UA 


In Chrysler Demands 

MONTREAL. — Hon. Humphrey 
Mitchell, minister of labor, an- 
nounced last week a conciliation 
board has recommended that pro- 
vision for maintenance of member- 
ship and voluntary checkoff of 
union dues be made in a proposed 
agreement between Chrysler Corp. 
of Canada, Ltd., at Chatham, Ont., 
and the UAW-CIO. 
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Manufacturing and Sales Executives 


Do not confuse CORRONIZING with other metal coatings. 
This patented process provides a permanent alloy “armor” 
with 5 layers of defense against corrosion! It becomes part 


using lighter materials by prolonging steel’s period of great- 
est strength. Write for samples and complete information. 


the fighting forces, the Automotive 
Council for War Production will 
terminate its existence at a victory 
dinner in the Book Cadillac hotel 
here Monday, Oct. 15. 

At that time, top officials of 
the automotive industry will be 
host to Army, Navy and Air Forces 


ofticers, government representa- 
tives and others associated with 
tne council during the five years 
of national defense and war pro- 
duction. 


Companies in the council deliv- 
ered $14,740,000,000 worth of planes, 
aircraft engines and instruments. 





Central Aircraft Council 


Ends Its War Duties 


DETROIT.--The Central Aircraft 
Council was disbanded last week, 
according to its president, Ernest 
R. Breech, president of Bendix Avi- 
ation Corp. 


A BUSINESS management training school in accounting for Nash Detroit, 
Nash distributor in Detroit, was conducted by F. G. Sease, business manage- 
ment manager, at the Hotel Koming, Sept. 18-20, in Detroit. Nearly 20 account- 
ants from many parts of Michigan attended. 





‘‘We are glad to advise that the Cadiliac 
has been sold and the purchaser was 
secured through the ad inserted in the 
Automotive News. We had a nice re- 


sponse to this ad and are well pleased 
with the results obtained.’’ F. Sweetman, 
Morton Motor Company (Studebaker), 
Omaha, Nebraska 






























a way to get 4 times the service 





made of steel? 





i HE ANSWER to this question may soon affect your 
life .. . and your pocketbook . . . in a big way. 
Because there is a remarkable discovery that will 
enable you to get up to 4 times the service for 
every dollar spent on items made of steel! From 
washing machines, automobiles, hardware, tools, wire 
fencing, screens—dozens of products whose life was 
formerly cut short by rust. 


This remarkable discovery is CORRONIZING, 
a new patented process of plating steel with a tissue- 
thin “armor” that far outlasts other rust-protection 
coatings. 


Actual use in the war, in every kind of climate, 
gives proof to that statement. Now, America’s more 
progressive manufacturers and retailers will be able 

to bring you many articles with the sensational ad- 
j vantages of “Corronized” steel. New model automo- 
biles, always famous for progress, will be among 
| the first to bring you these advantages. 
So, if you want utmost dependability, lasting 
/ beauty and safety in things made of steel, wisely 
inquire whether they are made of “Corronized” steel. 


If they are, you'll be the winner in years of service 
... by as much as 4 tor! 


Standard Steel Spring Co. 


ORIGINATORS OF 


CORRONIZING 











(ORRONIZED | 
dalle vsiien 


Against Rust 


o 
Quick Facts for 


steel base... can be worked in any manner. Permits 


DARD STEEL SPRING COMPANY 
CORAOPOLIS, PENNSYLVANIA - 
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Teckna in New Plant 


At West Warren, Mass. 
BAYSIDE, N. Y.—Teckna Co., 
fabricators of plastics, has acquired 
a new factory building at West 
Warren, Mass. It has four stories 


ATIMAA RF Amrere «2 —- 
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with 45,000 square feet of floor 
space and has been completely 
renovated and equipped with the 
latest machinery and tools, and 
will be used for the finishing of 
cast resins as well as_ thermo- 
plastics. 


Rats! 


ST. LOUIS.—A proposal to double 
the city tax on buses, as a means of 
raising revenue to help rid the city of 
rats, was introduced last week in the 
St. Louis Board of Aldermen by Ver- 
non Riehl, 17th Ward Republican. 





This announcement appears as a matter of record only and is under no circumstances to be construed as an 
offering of these securities for sale, or as an offer to buy, or as a solicitation of an offer to buy, 
any of such securities. The offering is made only by the Prospectus 


1,700,000 Shares 


Kaiser-Frazer Corporation 


Common Stock 
Par Value $1 Per Share 


These Securities are being Offered as a Speculation 


Price $10 per Share 


Copies of the Prospectus may be obtained from only such 
of the undersigned as may legally offer these Securities in 
compliance with the securities laws of the respective States. 


Otis & Co. 


September 27, 1945. 


First California Company 


Allen & Company 


MAVestaniroiy 
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Westingl 


WESTINGHOUSE ELECTRIC CORPORATION 
Bloomfield, N. J. 
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PART OF the model desiershi 
new parts and service school is 


SERVICE SECTION 


facilities designed by Nash Motors for its 
evoted to modern methods of merchandising. 


Here small groups of parts managers and representatives look over the easy- 


to-find 
five-wee 


arts and accessories department. More than 150 men are attending the 
school at the Nasn parts and service plant in Milwaukee. 


New Nash Service School 
Opens in Milwaukee 


(Continued from Page 23) 


ern equipment and accessories as 
well as merchandising aids. Vari- 
ous types of customer follow-ups 
are demonstrated. Those attending 
are given a manual, describing 
latest repair and adjustment meth- 
ods, which gives them a substan- 
tial technical service library. 


Men attending the school are in- 
structed in the use of Nash’s new 
method of nation-wide hourly re- 
ports from zone officers and parts 
depots designed to bring about 
earliest possible correction of car 
service problems as they develop 
in the field. Service problems, col- 
lected hourly in the form of quota- 
tions on huge ruled blackboards, 


Reynolds Sets Up 
Mexican Concern; 


New Plant Planned 


NEW YORK. — R. S. Reynolds, 
president of Reynolds Metal Co., 
has announced the financial setup 
and the official personnel of the 
company’s new Mexican subsidiary, 
Reynolds Internacional de Mexico, 
7s. is 


Under the completed arrange- 
ments the new Reynolds company 
will build an aluminum plant on 
a site already purchased on the 
outskirts of Mexico City, a plant 
which will be in operation by the 
middle of 1946. Construction will 
start within a few days. 


are based on mail and teletype in- 
formation direct from zone offices 
to the Nash central parts and serv- 
ice headquarters in Milwaukee. 


Tire Inspectors, 
Dealers Asked 
To Aid on Forms 


WASHINGTON.—AIll tire inspec- 
tors and dealers were asked last 
week by OPA to help inform appli- 
cants for passenger and truck tires 
on how to fill in their application 
blanks (OPA Form R-1, Rev. 9-44). 


Tire applications are being held 
up because the forms used, which 
were originally prepared when tire 
rationing for passenger cars was 
closely linked with gasoline ration- 
ing, are being incorrectly filled in 
now that tire eligibility rules have 
been revised, OPA said. 

Formerly, most applicants had to 
have a supplemental gasoline ra- 
tion to be eligible for tires and this, 
in turn, was based on occupational 
needs. Gasoline rations are no 
longer used but occupational use of 
an automobile is still the principal 
basis for the issuance of tire pur- 
chase certificates. 


Tenn. Uses More Gas 


NASHVILLE. — August gasoiine tax 
|} collections totaled $2,095,279, a gain of 
| $496.680 over August, 1944, according ‘ 
to Commissioner George F. McCanless. 








,SERVICE SECTION 
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ew New Buick Dealers Due 
Despite 50% Output Boost 


(Continued from Page 1) 


y 
| 4 equitable distribution of new cars 
| in the face of overwhelming de- 

6 mand. 

That Buick will rely upon its 
, ell established retail sales organ- 
~<a ization, numbering approximately 
‘ 3,000 dealers, to handle an ultimate 
= 0 percent increase over prewar 
volume was emphasized by Huf- 
stader in restating Buick sales pol- 

i y. This policy resulted in a nine- 
times increase in sales volume dur- 
ing the last decade. 

_— “In the main, we are planning 
for the postwar expansion period 
ery few additions beyond our 

“7 aximum dealer strength of 1941,” 

J he said. “We feel that the perform- 
a ance accomplished by this organ- 
“ization over the past 10 years has 
proved that a dealer organization 


S. C. Dealers Set 
onvention Oct. 29 


“At Myrtle Beach 


MYRTLE BEACH, S. C.— The 
South Carolina Automobile Dealers 
Assn. will hold its annual conven- 

J ion here Monday and Tuesday, 
Oct. 29-30, Ella W. Ford, executive 
secretary, announced last week. 

A complete program of meetings, 
speakers and entertainment has 
been arranged by the committee 
or the convention, and members 
were urged to forward reservations 
immediately for hotel accommoda- 
ions. 

A. O. Dietz, president of Uni- 
versal CIT Credit Corp., is sched- 
led to be among the speakers. 
Other speakers as yet have not 
been named. 

A golf tournament, with prizes 
for all winners, will be held on 

Bunday, the day prior to the con- 
“vention opening. 








a 
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with a stable background and an 
objective program can produce re- 
sults in any market. 


“Our 1941 organization with slight- 
ly less than 3,000 dealers sold dur- 
ing the 1941 model year a total of 
1,016,000 new and used cars. In the 
last four prewar years Buick deal- 
ers registered fourth place in new 
car sales in the industry, out-sell- 
ing all but the three lowest priced 
makes of cars on a national basis. 


“In a number of major markets 
they placed first and second in 
registration. In the same _ years, 
Buick’s average of new car sales 
per dealer was the highest in the 
industry, reflecting superior dealer 
performance in a highly competi- 
tive market and a strong financial 
position built up as a result of con- 
centrated rather than numerically 
expanded representation.” 


Hufstader said that plant and 
equipment of the Buick dealer or- 
ganization represent a dealer in- 
vestment of approximately $75,000,- 
000 and that capital expansion is 
taking place throughout the organ- 
ization to provide capacity for han- 
dling increased sales and service. 

He pointed out also that in line 
with the expanded postwar market 
opportunity there will be a substan- 
tial increase in personnel through- 
out the Buick retail establishment. 
In 1941, Buick dealers employed 
more than 14,000 mechanics, this 
number being reduced because of 
war manpower requirements to 
fewer than 10,000 in 1945. In 1941 
there were more than 12,000 new 
and used car salesmen on Buick 
dealers’ payrolls with fewer than 
3,500 so employed in 1945. 

The dealers are rebuilding these 
forces to prewar strength and are 
planning further expansion to meet 
projected increases in sales and 
service requirements, he said. 








' The Pennzoil sign in front of your place of business means. 


but quality buyers. 


“Come in for good merchandise and top-notch service”. It 
. attracts people who take the best care of their cars, trucks 
and farm equipment—and who can afford to pay for it. 


These are your best customers. They are not price buyers 


< There is nothing mysterious about Pennzoil’s drawing 


power. It is the result of outstanding, dependable perform- 


¢ 


ance, continually and consistently promoted by advertising 


that reaches every worth-while farmer in your county. 


Why try to sell against this demand for Pennzoil when it 


is so profitable to take advantage of it? Get in touch with 


your local Pennzoil distributor for complete facts on the 


‘@ 


- 


Pennzoil proposition. Call him or write direct to The 


> Pennzoil Company, Oil City, Pennsylvania, for his name. 


B THE PENNZOIL COMPANY 


EXECUTIVE OFFICES 


ft gy 


OIL CITY, PA. 








HUGO A. WEISSBRODT (eighth from left), works manager, International 
Harvester Co., Fort Wayne, Ind., heavy-duty motor truck factory, recently acted 
as host at a meeting of Harvester sales officials. In this group, which also visited 
the company’s Springfield (O.) light-duty truck plant and the Indianapolis en- 
gine works, are, from left to right: R. C. Maley, branch manager, Albany; F. R. 
Howard, branch manager, Milwaukee; R. S. Byers, Eastern district manager; 
Buford Mullin, branch manager, Kansas City; E. H. Watkins, branch manager, 
Syracuse; G. E. Steinman, Eastern district collection manager; Monroe Rooks, 
branch manager, New Orleans; Weissbrodt; C. H. Koon, assistant branch man- 
ager, Fort Wayne; A. Samuelson, branch manager, Minneapolis; C. C. 
Vaughan, branch manager, Dallas; D. J. Bradley, branch manager, Philadelphia; 
K. W. Freeman, Southera district manager; L. B. Maloney, branch manager, 
Richmond; W. K. Perkins, assistant sales manager, Motor Truck division; 
T. F. Anthony, Southern district collection manager. 





tor Co. here from 1933 to 1941 when he 
retired and moved to Excelsior, Minn. 
‘**‘PLEASE BE ADVISED THAT New Truck 
is sold. Thanks a million, will use your 
service again if mecessary.’’—L. G. 
Steiner, Pandora Garage, Pandora, Ohio 


Marx W. Libhart 


MILWAUKEE. — Marx W. Libhart, | 
57, who had been prominent in Wis- 
consin automotive circles, died Sept. 
26 in a Minneapolis hospital. He was 
sales manager for the Nash Frint Mo- 
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if you are a jobber 


and want to improve your position 
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Franchise holds a great opportunity for you! 
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Tip-Toe Shift Featured 
In the New De Soto 

DETROIT.—In De Soto’s cur- 
rent advertising on the 1946 
model, C. E. Bleicher, president, 
cites the advantages of De 
Soto’s Tip-Toe_ shift, which 
works hydraulically, and is con- 
trolled with the accelerator 
pedal. 

It works hand in hand with 
the Gyrol fluid drive for a 
smooth, easy ride with little 
shifting, Bleicher says. 





Packaged Steel Buildings 
Now on the Market 
DETROIT. — Quonsets became a 
civilian commodity last week with 
announcement by Stran-Steel di- 
vision of Great Lakes Steel that 
orders are being accepted from the 
public for the basic round-roofed 
steel structures the Navy used in 
World War II. Some auto dealers 
are studying the possibility of 
using them as service shops be- 





Consider these 
NAPA 
advantages: 


@ A single source of supply, giving 
overnight service or better, on the ma- 
jority of your requirements of service 


parts, materials and supplies. 


@ Substantial savings in buying, re- 


ceiving, stocking and clerical costs. 


@ Nationally-known lines, with quality 
assured by the NAPA Seal—known 
to repairmen everywhere through 
NAPA'S long-established advertising 


program. 


@ Uniform system of Stock Regulation 
and Obsolescence Prevention, on all 
NAPA lines, insures better service— 


protects against loss. 


®@ A service, operating and sales pro- 
gram that functions for the success of 


your complete business. 


No one of these advantages, in itself, makes a jobbing business succes- 
ful and prosperous. It is the combination of a// these advantages—and 
the coordinated systems which are made possible by this combination 
—which enables the competent and industrious operator to reap a 
greater return on his investment of time and money. 


The NAPA program has been developed through twenty years of 
practical operating experience. It has been proved by the record of 
NAPA Jobbers in every state. It will help you to build the kind of a 


business you want! 

There are jobbing territories in every 
section of the United States where the 
NAPA Franchise is open to those who 
can qualify. For complete information 
get in touch with this office, or the NAPA 
Warehouse in your region. 
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NATIONAL AUTOMOTIVE PARTS ASSOCIATION » DETROIT, MICHIGAN 





Sg 








ec 


38 


A TINA. © A own +. 


AUTOMOTIVE NEWS, OCTOBER 8, 1945 


New Trend in Streamlining .. . 


°46 Buick Makes Bow; 
550,000 a Year Goal 


(Continued from Page 1) 


and expansion have proceeded on 
schedule but will require some 
months before completion. The 
changeover from war production to 
initial car output, however, was 
accomplished in three months. New 
plants and facilities under con- 
struction are designed to provide 
Buick with an ultimate capacity 
of upwards of 550,000 cars annually. 

Changes in the exterior appear- 

ance are listed, due to material 
advances in styling as well as func- 
tional design. An entirely new grille 
not only adds massiveness to the 
front of the car but due to its 
construction provides improved air 
flow, it is said. The grille is now 
completely stamped from cold roll- 
ed steel and all external surfaces 
are capped with chrome - plated 
stainless steel. 

The front appearance is fur- 
ther enhanced by a new radiator 
ornament, new and _ heavier 
bumper design, new bumper 
guards and series designation. 
Flashway direction signals and 
parking lights are of larger size. 
The fender side crease has been 
eliminated, providing a better 
airfoil contour, while the new 
streamlined fender has been ex- 
tended through the door panel on 
all models. 

Throughout the body structure, 
trim and equipment, will be noted 
a return to materials which in 
many instances ceased to be avail- 
able after 1941. Cushion springs 
will be covered with Foamtex rub- 
ber tops. The body hardware, knobs 

and escutcheons are all chrome 
plated, with the former plastic in- 
serts eliminated. 
Motor Is Improved 

Outstanding among new Buick 
engine developments is the method 
of fabricating the cylinder bores 
for superior accuracy and improved 
finish. After being precision bored, 
a new-type hone is used on a sur- 
face finishing operation leaving the 
bores properly conditioned to re- 
ceive a Lubrite coating. This coat- 
ing is a manganese phosphate 
treatment which provides rapid 
seating of the piston rings together 
with protection from scuffing dur- 
ing the early life of the engine, 
it is said. 

Also contributing to better per- 
formance is the return to alumi- 
num pistons which have not been 
available since 1941. 

The carburetor is dual down- 
draft type instead of the double, 
compound units formerly em- 
ployed and the intake manifold 
has been redesigned to accom- 
modate the change. An Inconel 
heater tube is employed. An au- 
tomatic choke is built integrally 
with the carburetor, its operation 
being governed by intake vacuum 
and engine temperature. A fast 
idle cam, operating in conjunc- 
tion with the choke, automatic- 
ally provides proper throttle 
opening for starting the engine 
when cold. 

Refinements have been made in 
the engine cooling system. The flow 
of cooling water has been altered 
in order to give maximum circula- 
tion to all points, providing uni- 
form metal temperatures. The en- 
tire system operates under approxi- 
mately seven pounds pressure, 
maintained by the use of a pressure 
relief filler cap. This reduces the 
after boil and the loss of anti- 
freeze when low boiling-point solu- 
tions are used. The water pump 
seal ring material has. been 
changed from Spauldite to carbon. 

Wide-Range Spark Plugs 

A new type of spark plug, the 
AC model 48, is used. It is 
provided with an aluminum oxide 
insulator that resists cracking un- 
der sudden temperature changes. 

Buick again used Durex 100 
main bearings introduced in this 
engine in 1941. These bearings con- 
sist of a steel back onto which 
is brazed a porous copper nickel 
mattrix onto which in turn is cast 
under pressure the bearing metal. 

The crankshaft oil-seal assembly 
in the timing chain cover has new 
material which eliminates any 
tendency to squeak. An extra clip 
has been added to the oil-gauge 
line to prevent chafing. In addi- 


tion, the Buick oil-conditioning sys- 
tem has been continued. 

Another important factor in se- 
curing clean oil is proper crank- 
case ventilation, which, as in the 
previous models, is obtained in two 
ways first, by vacuum induced 
by a tail pipe extending under the 
car to a point back of the clutch 
and, second, by the rotary action 
of the crankshaft. These two, act- 
ing together, draw air as well as 
fuel and water vapors out of the 
crankcase and rocker arm com- 
partment, removing fumes and 
condensation. 

For longer life and quieter 
operation through better lubri- 
cation, the overhead valve rocker 
arms are Lubrited. With this 
coating the copper plating for- 
merly employed on the rocker 
arm shaft becomes unnecessary 
and is omitted. The rocker arm 
brackets are again die-cast alu- 
minum — a practice which had 
to be suspended after 1941. 

Another improvement is a new 

engine mounting giving a_ softer 

rear support located on the center- 

line of the engine under the point 

where the transmission base is 

bolted by the flywheel housing. 
Clutch Is Refined 

An important detail refinement 
has been added to the clutch for 
longer life. A spring has been ad- 
ded to prevent wear between the 
clutch release bearing and _ the 
clutch spring. A further improve- 
ment is the use of a different 
material in the clutch plate retain- 
ing spring which will prevent this 
spring from taking a “set” after 
a long period of use. 

In the Buick ample bracing and 
reinforcing have been provided to 
meet all loads and the entire struc- 
ture is welded together, giving a 
one-piece unit of great strength 
and rigidity, it is claimed. Buick’s 
torque tube drive and all coil 
spring suspension are continued 

The transmission and mechanical 
operation of the gear shift lever 
is the same as on previous models. 
In the rear axle, the ring gear 
has a heavier back and is mounted 
in a stiffer differential case. The 
pinion spiral angle has been in- 
creased to 50 degrees. 

A new one-piece molded rubber 
accelerator pedal with steel in- 
sert is used, eliminating the for- 
mer metal hinge. The pedal 
operated parking brake, intro- 
duced by Buick on 1942 models, 
is located above the floor board 
on the extreme left. Light pres- 
sure with the toe engages the 
parking brake. It is locked by 
pushing a small hand control on 
the left corner of the dash and 
released by pulling this same 
knob. 

Major changes have been made 
in the construction and controls 
of the car heating and ventilating 
equipment. Fresh air intake scoops 
mounted at the front behind the 
grille have been increased in size 
and provided with fine mesh 
screens, while conduits from the 
scoops to the valves are now of 
all metal construction providing 
unrestricted flow of air. 

Other Improvements 

Steering control in the new cars 
is fundamentally the same as in 
the preceding models, being the 
ball-bearing worm -and- nut type, 
but refinements have been added 
for smoothness and life. The balls 
between the worm and nut are now 
9/32-inch diameter instead of ! 
inch. 

Buick 


os 
continues its highly de- 
veloped electrical system with 
changes in a number of details. 
The battery is improved. 

A new bumper jack has been 
developed, with the lifting bracket 
to designed as to straddle the 
bumper back bar thereby prevent- 
ing any tendancy to slide sideways 
when in use. The front and rear 
bumpers have been redesigned. 

The bumpers are enhanced in ap- 
pearance by widely spaced bumper 
guards and newly designed tie bar 
on which is mounted an orna- 
mental plate carrying the series 
designation. Bumpers are the 
| wrap-around type for full fender 
protection. 


The 1946 Buick... 


ATTRACTIVE INTERIOR of 1946 Buick Series 50 Super four-door sedan is 
featured by luxurious broadcloth upholstering smoothly tailored. Either tan or 
grey material is optional to harmonize with interior finish of the car. Other to- 
order materials are available at extra cost, including Bedford Cord novelty cloths 
in tan or grey and figured broadcloth. Window, door and ventilator control 
handles are all chrome plated. The doors open from the rear. 


’ 


THE NEW BUICK instrument panel has tan or grey oak grain finish to 
harmonize with interiors and mouuts well located instruments, heater and ven- 
tilation, light and other controls, radio, glove compartment and clock. New 
one-piece moulded rubber accelerator pedal with steel insert eliminates the 
former metal hinge. ‘the step-on parking brake is at extreme left of driver’s 
compartment. Light pressure with the toe engages the parking brake. It is 
locked by pushing the small hand control on the left corner of the dash and 
released by pulling this same knob. 


THIS PHANTOMED photograph shows the method of applying the new 
bumper jack developed for 1946 Buick cars and illustrates the design of the lift- 
ing bracket. This bracket straddles the bumper back bar, thereby preventing any 
tendency to slide sideways when in use. Bumper back bars are of deeper section 
to permit the use of the jack without encountering excessive deflection. 


Kaiser-Frazer Plans 


$15,028,000 Expected from Sale of Stock; 
Initial Cars to Be Assembled 


CHICAGO.—Kaiser-Frazer Corp. 
expects to receive approximately 
$15,028,000 from a sale of 1,700,000 
shares of stock at an offering 
price of $10 a share, according to 
the firm’s official registration state- 
ment filed with the Securities Ex- 
change Commission. 

Approximately $7 million of that 
sum, according to the statement, 
will be spent as follows: 

$2 million, machinery and equip- 
ment; $1,750,000, tools, dies and fix- 
tures; $1,500,000, prepaid expenses; 
$1,750,000, deferred charges. 

Henry J. Kaiser will not ac- 
cept any salary as chairman of 
the board of directors of the 
corporation, and it will not be 
necessary for him to devote any 
fixed portion of his time and 
efforts to the business. 

Salaries of the three top officials, 
with the exception of Kaiser, were 
listed as follows: 

Joseph W. Frazer, president, $75,- 


and general manager, $35,000; 
Clay P. Bedford, vice - president, 
$35,000. All three officials will also 
serve as directors and members 
of the executive committee. 

The prospectus said that the cor- 
poration expects to construct an 
assembly operation, at first, with 
outside suppliers furnishing fabri- 
cated and finished parts ready for 
assembly. 

“In view of the resulting de- 
pendence upon other suppliers, 
the corporation may be affected 
by a greater degree than certain 
of its competitors, by unsettled 
economic and labor conditions in 
the automotive parts industry 
generally.” 

Graham-Paige, according to the 
interlocking manufacturing and 
operating agreement, will make 
available to the corporation tools 
and dies to be acquired by Graham- 
Paige at a cost of $2,500,000. 
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Sorensen Sees 
U. S. Entering 


Prosperous Era 


NEW YORK.—“There is a crying 


demand for American products and 
services both at home and aroun 
the globe,” Charles E. Sorense 
president of Willys-Overland, says 
in an article called “America 
Just Getting Started” in the No= 
vember issue of The American 
Magazine. 

“We could build furiously for the 
next 10 years,” he wrote, “witho 
meeting merely the pentup dé 
mands created by wartime scarcity 
here and by devastation abroag 
Then, beyond those needs are th 
vast, untapped markets at home 
and abroad, and many new prod 
ucts and building techniques tha 
will be unfolded after the war.” 


“For several months I have bee 
trying to make a mental mockup 
of America’s postwar future,” 
said. ‘What I see I like. 


“In fact, what I see looks won- 
derful. And what I can’t see I ca 
smell. There is greatness in the 
air for us.” 

At least 15,000,000 America 
would buy cars if they were avail- 
able now, and at a reasonable pricg 
Sorensen said. 

“Moreover, when we can start 
producing the models still on o 
drawing boards there will be mil* 
lions of other Americans eager to 
trade in their old cars for new. 

“To mention a few improvements 
that seem fairly probable: radig 
telephones in cars ... motors capd 
ble of handling the spectacular oc- 
tane gasoline developed during t 
war ... poloroid headlights to eli 
inate glare ... cars with bubble 
tops and more space inside... i 
dependent suspension on the fou 
wheels.” 


Surplus Cars 
Worth $158,000 


Go to Dealers 


CHICAGO. — Dealers paid $157,- 
999.94 for 248 surplus motor veée 
hicles having total ceiling prices 
of $185,684 at a sale held here last 
week by the Department of Co 
merce Office of Surplus Property. 

The sale attracted 315 registere 
dealers, of whom 134 were success 
ful buyers, giving the latter group 
an teal of almost two vehicle 
each. 


Of the 248 vehicles sold, 156 
brought ceiling prices and the re 
maining 92 went at bid prices 
slightly below ceilings. 

Trucks sold numbered 177, i 
addition to which there were 10 
passenger cars, 10 station wagon 
three tow-type trailers, 22 trailers, 
and 26 motorcycles. 


Nash Export Post | 
Taken by Drader 


DETROIT.—Laurence L. Drade 
has been appointed by Nash Mo- 
tors as export representative i 
the Middle and Near East, it was 
announced last 
week by S. I. 
Carlson, Nash ex- 
port manager. 

Drader was at- 
tached tothe 
British army in 
Washington and 


£ 


we . 


the war. He held 
export positions, 
principally in the 
Middle and Near 
East, for the 15 
years preceding 
1940. He 
various periods for Willys-Over- 
land, Chrysler and Studebaker. 


> 
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Chevrolet Aides Mum 


On ’?46 Output Report 

KANSAS CITY. — Chevrolet 
officials here and in Detroit de 
clined to comment Friday on re- 
ports that the first 1946 Chev- 
rolet had rolled off the assembly 
line of the division’s Kansas City 
plant Thursday. 

When asked if the report were 
true, Chevrolet officials in both 


cities would only say: “No com-@— 


ment.” 
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HELP WANTED 


el 
TRUCK SALES MANAGER. Excellent op- 
portunity for right man. A. W. Boettcher 
iveCo., 454 E. Fordham Rd., Bronx 58, 
“ New York City. 


SALES MANAGER 
WANTED 
for 
Large Detroit Chevrolet 
Dealership 


e want a man with a proven rec- 
ord of extraordinary success at or- 
tanizing, training salesmen, and 
aking profitable deals in the auto- 
obile business. No limit to poten- 
al compensation. Box 1068, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER—To assume complete 
charge Chevrolet Parts Department, 
$35,000 inventory. Must know order pad 
procedure, buying, selling, display. Our 
expansion plans afford excellent oppor- 
tunity for advancement. In reply state 
age present salary, experience, refer- 
ences. Peterson Chevrolet Co., Inc., 
Baton Rouge, La. 


wODY SHOP FOREMAN—Car dealer in 
The Dalles, Oregon, is reopening com- 
plete body and fender shop. Good propo- 
sition to right party. Position will be 
“open about Jan. 1. Write, giving all 
experience and qualifications. Walther- 
Williams Co., The Dalles, Ore. 


LARGE AUTO MANUFACTURER needs 
men with thorough mechanical and pleas- 
ng personalities to advise dealers on 
service and merchandising probiems. Age 
25-43. Liberal salary. Traveling ex- 
penses paid. Box 1051, c/o Automotive 
SNews, Detroit 26. 


AUTOMOBILE MANUFACTURER wants 
district sales representatives with five 
ears or more experience in wholesale 
“automobile operations for districts in 
several parts of country. High school 
education. Age 30-45. Traveling expenses 
wand factory car furnished. Box 1049, 
“c/o Automotive News, Detroit 26. 


WANTED — SERVICE MANAGER. For 


Dodge, Plymouth, Dodge Truck Dealer 
n South Carolina. Good salary and 
bonus. Box 1053, c/o Automotive News, 


Detroit 26. 


wHEMIST — Automotive products. Knowl- 
edge of sound dampening, adhesives, sat- 
purated felts preferable. Desirable that 
hpplicant be capable of supervising group 
“of Automotive Products Chemists. Per- 
manent position with long-established, 
progressive Company having unexcelled 
“postwar future. Excellent opportunities 
for advancement for right man. Location 
—Metropolitan New York area. Send re- 
sumes to Box 1065, c/o Automotive 
“News, Detroit 26. 


NORTHERN INDIANA MANUFACTURER 
shas exceptional opportunity for a seating 
Angineer and liaison engineer. Familiarity 
with automotive body and trim engineer- 
ing reqired. State experience and salary 
Siesired in first letter. Box 1071, c/o 

-Automotive News, Detroit 26. 


MANAGER AVAILABLE for distributor 
or large dealer. 20 years’ successful auto- 
motive experience’ includes: Factory 

“branch service management, organization 
and operation of used car reconditioning 

eand refinishing production lines for two 

Siarge metropolitan distributors and man- 
agement of own business. Recently sep- 
arated from the Army as a senior officer 
after four years in Field Service Division 
of Ordnance Department. Box 1072, c/o 
Automotive News, Detroit 26. 


ANTED—-Service Manager for one of the 
rargest General Motors Dealers in Buf- 
falo. Pleasant working conditions in a 
well equipped Service Department, hav- 
g all modern conveniences. Guaranteed 
monthly salary, plus an incentive bonus, 
which will permit the right type man to 
earn $600 or more per month. Only 
igher type men need apply, as this is 
for a permanent postwar position. Write 
DiBello Motor Sales, Inc., 1275 Main St., 
Buffalc, New York, stating experience, 
age and qualifications. 


HUDSON SERVICE MANAGER—4120 
Montgomery Rd., Cincinnati, Ohio. 





* SALES MANAGER 


NEW HAVEN, CONN. 


WANTED... AT ONCE 


* USED CAR MANAGER 
* USED CAR RE-CONDITIONING MANAGER 


New England’s largest Chevrolet dealer is getting ready for an 
unusual postwar business, and is now rounding out an outstanding 
sales and service personnel. We need three top-notch men to 
complete our organization. Men who have had the right training 
and experience to qualify for one of these positions will find: 


SALARY: To outstanding men we'll “TOP” the best pay avail- 
able for similar positions anywhere! 


WORKING CONDITIONS: You'll join a hand-picked, pleasant 
organization, working in complete harmony, with modern, 
up-to-the-minute facilities. 


LIVING CONDITIONS: Beautiful community, known nation- 
ally for its cultural and educational advantages. 


All replies strictly confidential! Write giving full details to 


MR. J. J. COOLEY 
COOLEY CHEVROLET CO. 


AUTOMOTIVE NEWS, OCTOBER 8, 1945 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 50,000 readers engaged in all branches of the automotive industry from Maine to California. Low Rates: 


TEN CENTS (10c) PER WORD for one insertion or 25¢ per word for 3 insertions. Cash in advance. Count initials and groups of 


numbers as one word. Ads may be signed with your full name and address at regular rates, but if signed “Box No 


care of Automotive News, Detroit 26, Mich."’ add one Dollar ($1) per insertion for this address and extra service as replies are 


forwarded, unopened, the same day received. Display Ads: $7 per inch, per insertion. 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, 


DETROIT 26, MICH. 





HELP WANTED 


Sales Representative 
Substantial, long established, eastern man- 
ufacturer, having open capacity for pro- 
ducing in volume, heat treated precision 
assemblies of all kinds, for automotive and 
allied fields, seeks high grade sales repre- 


sentative; state experience in detail and 
references. 
Box 1076, c/o Automotive News 


Detroit 26 


POSITION WANTED 


ATTENTION AUTOMOBILE DEALERS. 
Capable, automobile man, 44 years old 
offers services in managerial capacity, 
years of experience in merchandising 
new, used cars and trucks. Thorough 
knowledge all phases of automobile busi- 
ness. Excellent references. Prefer con- 
nection in Michigan, Ohio, Illinois. Write 
Box 1057, c/o Automotive News, Detroit 
26. . 


CAPABLE EXECUTIVE with 20 years’ 
experience in the automobile business, as 
retail or wholesale manager, genera! 
manager of large distributorship or deal- 
ership, well grounded in sales and serv- 
ice promotional work, building and su- 
pervising efficient organizations, with 
highest type references for any type 
of automotive activity. Box 1058, c/o 
Automotive News, Detroit 26. 








AVAILABLE—Twenty years well rounded 
experience; GM Factory as Sales Pro- 
motion Manager, trucks and buses, used 
cars, etc. and General Manager two 
large dealerships. War circumstances 
cause advertisers availability as General 
Manager or Sales Manager for large 


organization. Eastern U. 8. only and 
remuneration on mutually profitable 
basis. Box 1066, c/o Automotive News, 


Detroit 26. 


GENERAL MOTORS ACCOUNTANT & 
OFFICE MGR. Experienced in assuming 
full office responsibility. A-1 references. 
- 1067, c/o Automotive News, Detroit 


EXPORT EXECUTIVE —Interested perma- 
nent connection with Automotive Manu- 
facturer to manage or organize export 





sales. 20 years all phases automotive 
business, domestic-foreign, sales, man- 
agement. Up-to-date export experience, 


good contacts abroad, college, 40, lan- 

guages, best references, available short 

notice, remuneration must be attractive. 

Box 1077, c/o Automotive News, De- 

troit 26. 

AVAILABLE IMMEDIATELY Truck 
salesman, age 42, years successful 
record, permanent connection as same, 
or salesmanager. Prefer Ford or Dodge 
dealer. Box 1078, c/o Automotive News, 
Detroit 26. 








Dealership Manager 
IMMEDIATELY AVAILABLE 


Aggressive, alert, thoroughly competent 
automobile man with proven record as or- 
ganizer and manager, and possessing un- 
usual aptitude for training and energizing 
employe personnel, open for connection 
with ‘‘Big Three’’ dealership having large 
potential. Fully experienced in supervising 
every department of sizeable operation. 
Native born, Scotch-Irish, 48, married, 
energetic, healthy. 


Box 1073, ¢/o Automotive News 
Detroit 26 




















- POSITION WANTED 





Position Wanted 


Automotive Executive Available. 20 years’ 
experience as factory representative, super- 
visor and general manager. Present posi- 
tion, sales promotion and supervising post- 
war program. Will consider position any- 
where in U.S.A. Reply 


Box 1074, c/o Automotive News 
Detroit 26 





DEALERSHIP FOR SALE 


SELLING DEALERSHIPS 3 makes cars, 
also gasoline, storage, recapping, tire 
dealership. Southern town. Price includ- 


ing inventory, equipment, $32,000 cash. 
Deininger, Broker, 12 E. 41st St., New 
York, N. Y. 





DEALERSHIP WANTED 

DEALER EXECUTIVE—Age 35, with out- 
standing record managing large active 
high class General Motors dealership, will 
pay cash for dealership with 500 to 1,000 
new car potential or will buy part inter- 
est. Factory approval assured. Replies 
will be kept confidential. Box 1040, c/o 
Automotive News, Detroit 26. 


FORD ONLY—200 to 400 potential based 
on 1941 sales. R. D. French, 2540 La- 
Mothe, Detroit 6, Michigan. 








DEALERSHIP WANTED—Chevrolet 200 to 
400-car potential based on 1941 sales. 
Central Michigan preferred. Would trade 
present Chevrolet dealership if necessary. 
Subject to Chevrolet approval. Give full 
information, replies held strictly confi- 
dential. Greening Oil Company, Brecken- 
ridge, Michigan. Telephone 115. 


DEALERSHIP WANTED —A very high 
type aggressive used car dealer with 15 
years of new car knowledge and ample 
cash is desirous of getting a new car 
franchise, Chrysler line or General Mo- 
tors preferred. S00 car potential mini- 
mum. Would like to locate either in Chi- 
cago or nearby or Los Angeles, Cali- 
fornia, territory. All replies will be held 
in strict confidence and an answer will 
be given to all inquiries. Box 1033, c/o 
Automotive News, Detroit 26. 


BUSINESS FOR SALE 


THRIVING BUSINESS FOR SALE — Be- 
cause of ill health, wholesale and retail 
Petroleum Products Public Garage & 
Equipment. Welding Machine Shop, Man- 
ufacturing business and equipment. Coal, 
lime and fertilizer. 6 trucks, I.C.C. and 
P.W.C. permits. Will sell all or part. 
With or without property. Childs Welding 
& Machine Shop, Guys Mills. Pa. 


MFGRS. REPRESENTATIVE 


MANUFACTURERS AGENCY wants addi- 
tional automotive lines. 15 years’ auto- 
motive experience. Highest references. 
Midwest. Box 1075, c/o Automotive 
News, Detroit 26. 


USED CARS WANTED 


SEVEN PASSENGERS, limousines, large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC. 
Lansing, Mich. 




















HUDSON—New or clean used 1942 Con- 
vertible Coupe. Telephone or write Grady 
Motors, Bethesda, Maryland, Wisconsin 
7374. Hudson Dealer. 


USED CARS FOR SALE 


FIFTY (50) CARS FOR SALE at as is 
Zone 3 ceiling price, all makes, models 








Capitol Motors, Dodge & Plymouth dis- 
tributors, 368 Main Street, Hartford, 
Connecticut. 





USED CARS AT WHOLESALE. 70 used 
cars to be sold at ‘‘as is’’ price, some 
below. Most all makes, 1937 models and 
up including a few 1942 models. Good 
shipping facilities. Buy one or all. Chrys- 
ler Pittsburgh Co., 5625 Baum Blvd., 
Pittsburgh 6, Pa. 


1939-7 PASS. PACKARD LIMOUSINE, 
model 1235. Low mileage, chauffeur 
driven and very well cared for. General 
condition like new. Including six heavy 
duty, 6 ply white wall prewar tires al- 
most new. Fender wells, trunk rack. 
Original black finish. Must see to appre- 
ciate. Ceiling price $3,875, our price 
$2,250. Reliable Motors, 334 N. Broad 
St., Philadelphia 2, Pa. 


TRUCKS WANTED 





WANTED—Heavy 4 or 6-wheel drive, short 
wheelbase army truck. Frank Childs, 
Guys Mills, Pa 


WANTED TO BUY 
All Makes and Models of New 
Trucks 
Also New Bus Chassis 












TRUCKS FOR SALE 


FOUR 1944 KR-11 INTERNATIONAL 
TRACTORS, factory sleeper cabs, 450 
cu. in. motors. Brown-Lipe auxiliary 
transmission. These units are practically 
new, averaging about 50,000 miles each. 
OPA ceiling $6,420 each, our price 
$5,048. Charles A. Farr, 25 Simpson 
St., N.W., Atlanta, Ga. 


HAVE SEVERAL LOW MILEAGE 1942 
Chevrolet 1%-ton cargo trucks with ex- 





cellent tires. Will sell at below ‘‘As Is’’ 
ceiling. George Motor Co., 60 Shrews- 
bury St., Worcester, Mass., Tel. 2-3747. 


FOR SALE: 1939 5-ton Federal tractor, 
10:00x20 tires, air brakes, completely 
equipped. Completely overhauled, includ- 
ing complete new 6MZR Waukesha en- 
gine. This tractor will give a lot of good 
service at very low cost. Scientific Brake 
Service, 304 W. Genesee Ave., Saginaw, 
Mich., Tel. 8179. 

FOR SALE—1941 Dodge truck, 114-ton, 
160” W. B. and 1940 Chevrolet truck, 
114-ton, 160” W. B. with metal auto 
parts bodies, locking doors, open both 
sides and rear. Hardwood trays and 
shelves. Trucks and bodies in A-1 condi- 
tion. Under ceiling. Close Motor Sales 
Kankakee, Ill., Box 25, Phone 25. 

2—1942 KR11 International 5 ton almost 
new dump trucks, 2600 and 6700 miles. 
45 cu. inch motors, 161 inch wheelbase, 

straight air brakes, 6 grade A tires 

900x20. Priced to sell at OPA low ceil- 
ing $3,752.22. Justice & Smith. Phone 

2-1218, Jackson, Miss. . 

TRUCK EQUIP. FOR SALE 





PLACE YOUR ORDER TODAY 
TOW PILOT 
Bumper to Bumper Tow Bar 


TOW BAR SALES Co. 
100 S. Clinton St. Chicago 6, Hl. 
Andover 8888 


PARTS WANTED 


for 1939 V8 Cadillac 7 passenger Tr. 
sedan, model 39 75 Fleetwood. Pinehurst 
Garage Co., Pinehurst, N. C. 


1940 DODGE PLEASURE CAR FRAME, 
new or perfect used one, state price. 
Crescent Motor Sales, 429 Broadway, 
Revere, Mass. 


PARTS FOR SALE 


new cab shells also new doors, wind- 
shields and top radiator grilles. McClain 
Motor Co., Bellaire, Ohio. 


HARD TO GET PARTS—Fenders, grilles, 
doors, hubcaps, pedal pads, body parts. 
Write to P. O. Box 70, Dunmore 12, Pa. 

FOR SALE—1941 and 1942 Dodge Heavy 
Duty Motors complete interchangeable 
for Chrysler and De Soto cars and De 
Soto taxis. Auto Exchange, 1165 Central 
Ave., Albany, N. Y. 

CHRYSLER EIGHT—1942 C36 motor as- 

sembly complete with head, pan, water 

pump, oii pump, perfect condition, $250. 

Honkey Garner Motor Co., Poplar Bluff, 

Mo. 











BUSES FOR SALE 


chassis, equipped with Blue Bird 60-pas- 
senger school bus bodies, delivery f.o.b. 
Jacksonville. Priced at OPA ceiling. Don- 
ald Neese, Tel. 9-2757, 1917 Biscayne 
Boulevard, Miami 36, Florida. 


BUSES with K-7 International chassis, 
good condition and rubber. Put in use 
1942 and 1943 as city buses, being re- 
placed with integral type—Price $1,750 
Fletcher Motor Sales, Ine., Jackson- 
ville 2, Fla. 

11 REGULAR AND 25 SEMI TRAILER 
BUSES for sale at considerably 
‘tas is’’ ceiling prices. 
are 42 and 41 models in 
ical conditions. Tractors 
and GMC 41 model 
Will make attractive 
on lot. Murphy Motor Co. 
way, Oakland, Calif. 


are 


3737 Broad- 


WANTED—FRONT AND SIDE GRILLES 


1939 TO 1942 MODEL DODGE TRUCK 


TWO BRAND NEW 1945 Ford school bus 


TWELVE WAYNE FORTY-PASSENGER 


BUSES FOR SALE 





Buses for Sale 


2 USED BUSES FOR SALE 
One 1936 Chevrolet, 19-Passenger 
and 
One 1940 Chevrolet, 29-Passenger 
Good condition. Priced under low 
OPA ceiling. 
STECK CHEVROLET CO. 
Windber, Penna. 


TRAILERS WANTED 


Late model, 4 car automobile 
White Bros. Motors. Lawrence- 
Ky., Phone 25J. 


WANTED 
trailer 
burg, 





below | 
Majority of buses | 
fine mechan- | 
Chevrolet | 
cab over engine. | 
price to exporters | 


SHOP EQUIPMENT FOR SALE 
1 WINKLER COAL STOKER—Model 20 
S.F. complete with drive units, sertal 
number 49000, used two seasons. Make 
bid. Write Delaware Motor Sales Co., 
1606 Pennsylvania Ave., Wilmington 6, 
Delaware. 


SS 


ADJUSTABLE PARTS BINS. Two weeks 
delivery. Write Sperber Mfg. Co., 1811 
Trombly, Detroit 11, Mich. Free descrip 
tive catalog. 








THREE ALEMITE PORTABLE air-op- 
erated grease dispensing units — one, 
chassis; two, gear oil. Thompson Magna- 
liner wheel alignment outfit. R. L. Mon- 
crief, RD2, Willoughby, Ohio. 


ACCESSORIES WANTED 








ee 

WANTED - WANTED - WANTED 
NEW AUTO RADIUS & AUTO HEATERS 
Need unlimited quantity of NEW Auto 
Radios and Heaters (Stewart-Warner gaso- 
line and dash type hot water heaters). Wil) 
pay cash. Write full particulars, price, 
quantity, makes, etc. 

MANHATTAN AUTO & RADIO CO. 
1706 7th St., N.W. Washington 1, D. C 


ee 


nn 


MISCELLANEOUS 


2a oes 

ENGINE REBUILDING—Crankshaft grina 
ing and metallizing. John P. Hughes Mo 
tor Co., Inc., 800 Commerce St., Lynch 
burg. Virginia 





WANTED~-Mechanically operated wrecker 
crane. Must be in good conditioe. W 
Hart Buick Company, 59 Farmington 
Avenue, Hartford, Conn. 





HEARD FROM SIX 
STATES... 


‘*Thought you might be interested in the 
response I had to my ad for a wrecking 
crane for sale which appeared in Auto- 
motive News and which I disposed of 
through it. I received letters, special de- 
liveries, telegrams and telephone calls 
from Virginia, Maryland, Alabama, Ar- 
kansas, Ohio and Texas. I was very 
much pleased with the results of my ad 
and am sending you another advertise- 
ment to run for three insertions.’’ 
Blaine C. Watson, Ford Dealer 
Linesville, Pa. 
Automotive News Want Ads give 
advertisers national in-industry cov- 
erage—the largest audience of deal- 
ers who are in position to buy, sell 
or use your service. 











AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 
at 10:30 a.m. 
Every Tuesday — Rain er Shine 
Used Cars and Trucks on Hand 
At All Times 


FOR DEALERS ONLY 





WE BUY WE SELL WE SWAP 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Cairo, DL 



























































9.90x 17 


6.50x 16 






















158 WHALLEY AVE. 
Tel. NEW HAVEN 65-0101 







TRUCKS FOR SALE 
BRAND NEW STAINLESS and Steel 4,- 
000-gallon Tank Trailer, single compart- 
ment, 10.00x20 Dayton dual tires, list 
price $4,239. We are asking only $2,972. 
f.o.b. Little Rock, Southwestern Truck 
Sales Co 216 E. Fourth St., Little 
Rock, Ark. 

































Recapped Factory Seconds 
Goodyear and Firestone Treads 


6.00x 16 







All Sizes $5.95 F.O.B. 


No order less than 25 tires. 
Send 25% with orders. 


MAC'S TIRE SHOP 


1189 COLUMBUS AVE. SPRINGFIELD, MASs. 





6.25x16 
7.00x 16 
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that can pay your 





ides ... you can begin mer- 
chandising General Tires and be 
assured of a separate source of 
income that can pay all your 
overhead if you don’t sell a 
single new car! 

Generals meet your needs... 
two ways! 

FIRST—You will have 
General’s complete Top-Quality 
tire line that offers extra mileage 
... extra value...for every purse 
at an extra profit for you. You 
charge more... and profit more 
... because Generals deliver so 
much more! 


Te ae a 


(ve LINE 


ENTIRE overhead! 


aS etry rms ake see <j 
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READY FOR RELEASE General's complete Top-Quality line of 


extra-value tires for every purse...the day supply conditions permit. 


A PROVED FACT 
FOR YOUR POSTWAR PROGRAM 


SECOND—You will have the 
only tire in America that makes 
every new car in your show room 
a prospect for change-over to a 
set of new premium Generals at 
delivery ...the one tire with 
extra-mileage features that have 
caused millions of car owners to 
change over and pay more. 


General’s Car Dealer Tire Plan 
is ready for release the day tire 
supplies permit. NOW is the 
time to investigate and make the 
decision that has doubled profits 
for thousands of car dealers 
everywhere. 


THE GENERAL TIRE & RUBBER COMPANY ¢ AKRON, OHIO 
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